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and to think himself bound to uphold it and to claim for it the 
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The effect of— 


NEIGHBOURHOOD 
AND COMMUNITY 


PLANNING— 


ON LAND VALUES 





“Tt perhaps need not be emphasized, 


ning. 


that human greed and _ prejudice 
motivate the opposition against plan- 
The difficulty is that the 
planner is an employee; the policy 


makers in civic administration are 
political appointees. 


“The implications are obvious!” 





By Prof. V. J. Kostka, M.R.A.1.C., M.T.P.I.C., A.LP., A.G.S., 


Mr. Kostka is associate pro- 
fessor of Community Planning, 
School of Architecture, Uni- 
versity of Manitoba. 


The perplexity of my topic is in the 
fact that each of its three key expres- 
sions, i.e., city planning, neighborhood 
planning, and land value, is in a sense 
ambiguous. 


I submit that an economist, a 
sociologist, and an architect or engi- 
neer would each define these key ex- 
pressions differently. Each would have 
a different objective or point of view 
in mind. 

My intention is to discuss some of 
these objectives. Reversing the order 
of the topic I shall first take land 
value and try to contrast the economic 
and the sociological points of view. 
Then I shall examine city planning 
and neighborhood planning, trying in 
each case to confuse you as little as 
possible. 


the economist’s view 


From the economist’s point of view 
the value of land is determined by the 
law of supply and demand. Since sup- 
ply is fixed it is the demand that de- 
cides the value. As an investment the 
value is believed to be the capitalized 
return. This, as you all know, means 
that the higher the demand, the higher 
the rent, and (its capitalized equiva- 
lent) the value. The profit motive is 
central. It is the primary considera- 
tion. The non-economic incentives, 
such as social prestige, creative desire, 
social obligation, and similar non- 
rational factors, are viewed as irregu- 
lar and secondary. 


The previous remarks apply no mat- 
ter whether the land is vacant or not. 
If the land is vacant, its value will be 
based on the most profitable develop- 
ment scheme, i.e., on the highest and 
best use to which the land can be put. 
In other words, from the economist’s 
point of view, the value of land is in- 
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fluenced by the alternative uses of 
land. This is the so-called rent theory. 


If the land is improved, the com- 
bination of land and buildings will 
have to be such as to yield the highest 
profit to the enterprise. In applying 
the forgoing rules, compromises will 
be necessary, for the conditions may 
be such as to enforce the use of alter- 
native calculations as, for example, 
the cost of reproduction, or the cur- 
rent market price for properties of 
similar kind. This is briefly the econo- 
mist’s view on land value. 


the sociologist’s view 


Now let us hear the sociologist. To 
him the value of land is determined by 
location and by non-rational factors. 
The sociologists have contested both 
the law of supply and demand, and 
the rent theory, claiming that they are 
invalid for residential properties. 


theory inconsistent 


The inconsistency of the rent theory 
can be illustrated by comparing a 
high-class apartment block to a slum 


tenement block. According to the rent 
theory the high-class apartment block 
has a higher value than the other. 
Yet one knows that the reverse is 
true, since a greater return per dollar 
invested can be obtained from the 
slum. A high-class apartment is risky 
because of the deterioration of both 
the building and the neighborhood in 
which it is situated. The initial invest- 
ment is high and the loss of rent is 
substantial at a time of slump or when 
the market becomes saturated with 
this kind of accommodation. 


If the financing of high-class apart- 
ments takes the form of a bonded debt 
alone, as is the case with large real 
estate enterprises, one can easily ima- 
gine the consequences during a de- 
pression period. It is, I suppose, 
because of our recent, prolonged 
economic prosperity that remarks 
about investment risks are ordinarily 
ignored these days. The “bullish” 
psychology prevails. 


ironic phenomena 


A comprehensive analysis of real 


estate values within a city has re- 
vealed that profits tend to increase 
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with the decreasing social prestige of 
a district. 


Inconsistency can also be found in 
the law of supply and demand as may 
be gathered from the following situa- 
tion. In spite of the population 

rowth and the resulting demand for 
accommodation, land values decrease 
in some districts and at the same 
time increase in other sections. Here 
again social prestige, or more exactly, 
changing social prestige is the ex- 
planation of this irregularity. When 
a residential district, for example, be- 
comes infiltrated and invaded by mem- 
bers of another ethnic or minority 


_ group, the original inhabitants almost 


invariably lose the battle against the 
undesired intruders. In this process 


' the members of a lower social status 


always displace those of the higher 
level who eventually move out of the 
district. During the invasion, land 
values decline and when the invasion 
has been completed they continue to 
fall despite the continuing demand for 
land. This situation implies the extent 
to which non-rational factors can and 
do affect land values. 


Location determines land values to 
this extent: in the business center the 
values are highest; at its fringe, how- 
ever, they decline sharply. The values 
increase with the distance from the 
center, but only to the limit of the 
public transit routes. Then there is a 
decline again except in and around 
better residential suburbs. 


In areas inhabited largely by 
minority groups, the land values are 
depressed regardless of location. The 
presence of social elite has, of course, 
the opposite effect. These remarks 
about location are, of course, only 
general. A detailed analysis would 
have to include other factors besides 
location, such as the accessibility and 
the use of the land, the lay-of-the- 
land, and others. 


This concludes the sociologist’s point 
of view. Having heard the two 
theories you, as appraisers, may ask: 
What is the conclusion? The conclu- 
sion is that both rational and non- 
rational factors affect land value and 
must be taken into account in the 
appraisal. 


city planning 


Now we come to city planning. You 
may ask me what is its concept and 
application? As a planner, I venture 
to define city planning as an intelli- 


profitable to a developer and what is 


, gent compromise between what is 
is of weal 


y has re- 
o increase 


best for a community. To exemplify 
| these two conflicting objectives one 
| may mention that the sale of narcotics 
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is an extremely profitable activity for 
the seller, yet it is certainly not profit- 
able to a community. This example 
should not be taken to suggest that 
all developers are unscrupulous. It 
does, however, imply that there is 
need to protect the community against 
the economic and social losses that 
result from unrestricted speculation 


and this is where city planning comes 
in. 


If the urban land market were per- 
fect, there would be little need for 
city planning for the urban structure 
would adjust itself to the various 
technological, economic, and _ social 
changes. But the land market is not 
perfect. It operates roughly this way: 
There are four basic land uses in 
practically every city: industrial, com- 
mercial, residential, and open space. 
These uses compete for available sites 
and in this process the profit motive is 
the determining factor. In this com- 
petition of land uses, the winner is 
that use which can achieve the highest 
exploitation of the revenue potential 
of the site. 


uses compete 


As an illustration, let us assume 
that these four uses compete for a 
site on a river front. The highest 
bidder is a match factory, next comes 
a group of apartments. A park which 
would be the most desirable use of this 
site cannot be expected to win in this, 
or, for that matter, in any other land 
market competition since it normally 
does not yield any return. The basic 
value of open space is social not 
economic. So, without planning of 
some kind, the match factory would 
win. And how many times has this 
happened? Plenty! This illustrates 
one of the imperfections of the market 
and need of planning. In this case 
the river site could be saved for a 
park only through planning. 


wasteful conglomeration 


The relation of the land use to the 
site, however important, is subordi- 
nate to the relation of the four basic 
land uses to each other within the 
city. If the land uses are allowed to 
group themselves according to the un- 
restricted play of the forces of the 
market, a chaotic and a wasteful con- 
glomeration results, as one can wit- 
ness in most cities. You need not go 
too far to find an illustration of this 
situation. Any typical downtown 
block tells the story, for within its 
boundaries you find some shops, an 
apartment, a few old houses waiting 
for “urban renewal,” possibly a church 


squeezed in between a garage and 
some other workshop. There is no 
order or efficiency in a group of struc- 
tures so haphazardly thrown together. 

City planning seeks to rearrange 
the land uses in such a manner that 
the transportation costs and site ren- 
tals for all land uses are minimized. 
One authority has described the sum 
total of transportation costs and site 
rentals as “the costs of friction.” One 
may also call it the yardstick of in- 
efficiency. The costs of friction are 
high in an unplanned city. The city 
planner tries to reduce these costs by 
devising a general land use plan for 
the community, by regulating traffic, 
and by controlling sub-divisions, and 
building and population densities. 

These are the methods and tech- 
niques ordinarily used. They all mean 
control and restriction. 


Now we are perhaps ready for the 
question: How does city planning 
affect land values? Speculators on the 
whole do not like planning because by 
‘freezing’ land use it eliminates one 
of their most common sources of profit. 
By the same token, however, intelli- 
gent and comprehensive planning sta- 
bilizes land values, largely because it 
does reduce the possibility of specu- 
lation. Of course, when a plan is being 
imposed on a previously unplanned 
city, there will be initial losses for 
some property owners and gains for 
others. But once the plan is estab- 
lished there should be relative sia- 
bility in land values. An ideal city 
plan, if ever implemented, would bring 
about the lowest total of land values 
since the speculative increment would 
be minimized. 


The objective of city planning an- 
tagonizes those who wish to see the 
land values maximized rather than 
minimized. I wonder if I am _ not 
antagonizing you! Property owners 
and other belligerent people exercise 
their objections against planning as 
members of pressure groups. It per- 
haps need not be emphasized that 
human greed and prejudice motivate 
the opposition against planning. The 
difficulty is that the planner is an 
employee but the policy makers in civic 
administration are political appoin- 
tees. The implications are obvious. 


In the March edition of the 
Canadian Realtor, Professor Kostka 
explains the problems of planning 
a functional Community develop- 
ment. 


This material was arranged 
through courtesy of the Appraisal 
Institute of Canada. 








MR. & MRS. SMITH OBTAIN 
A “HOME-OWNERS” LOAN oe 


At the present time it is often very 
expensive for an average homeowner 
to obtain a second mortgage loan, re- 
gardless of the degree of security 
offered. The reason given most often 
is that the Canadian economy is going 
through a period of what is popularly 
called “tight money”. This implies 
that the demand for second mortgage 
financing far exceeds the available 
supply, and that as a result, the 
existing supply of funds for this need 
must be paid for at high interest 
rates. 


I suggest that this is entirely in- 
accurate. I suggest that there is 
present, in Toronto, a more than 
adequate amount of second mortgage 
investment money, and that the re- 
turns sought on it, for reasonably 
secure loans, are returns of from 
10% per annum to 14% per annum. 
The investors with this money may 
be retired people who have moderate 
life savings available; syndicates of 
young professional people who are 
earning more than their standard of 
living requires them to spend; money- 
lenders from countries such as Swit- 
zerland who cannot make the same 
returns at home; moneylenders from 
countries such as Venezuela who wish 
to have their savings invested in a 
country with a _ stable democratic 
government, and various individuals 
from all walks of life who find second 
mortgage investments to be quite 
suitable for their investment needs. 
If there is this supply of money avail- 
able at what are certainly not exces- 










PRINCIPAL 


BY STANLEY TAUBE 


sive rates, why must the homeowner 
pay so much for his loan? 

The answer is that there is a problem 
of communication. The average bor- 
rower cannot get directly to what I 
would like to call legitimate second 
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Mr. Stanley Taube is a third year 
law student at Osgoode Hall Law 
School, Toronto. 

We encouraged Mr. Taube to 
enlarge on opinions expressed by 
himself in a letter to the editor of a 
Toronto Newspaper, which was 
printed early last fall. 
Mr. Taube, at that 


annoyed because of the apparent 


time, was 


apathy towards legislating some con- 
trol over the abuse of second mort- 
gages and, more apparently, the 
victimization of some home-owners 
who find themselves in a financial 
mess through second mortgage in- 
volvement. 
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mortgage capital. This capital is held 
privately, and its holders have neither 
the resources nor the inclination to 
engage in the large scale promotional 
advertising that is necessary to at- 
tract the borrowing public. Those 


who could do so, realize that it would 
only mean hardship for the borrower, 
for he would have to pay higher rates 


F.H. Toller 


We will buy, or cause to be built, on lease-back basis, income producing property from coast-to-coast 
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that the total cost will amount to 
about 13% a year, including his 
fee in the matter. This figure may 
strike them as quite high, particularly 
in view of the fact that their first 
mortgage only bears interest at 6%. 
They may try to see if they can do 
better elsewhere. 


ENMESHED 


One evening their problem will be 
solved. It may take the form of a 
television commercial, or a large ad- 
vertisement in a daily newspaper. In 
either medium the approach will be 
the same. There will first be the 
warm engaging face of a dignified 
elderly gentleman. He will be Mr. 
Brown, and he will be representing 
the “All Canadian Maple Leaf Bene- 
ficent Friendly Brotherhood Loan 
Society Limited.” (I suppose that 
future corporate names of these firms 
will include such words as “mother”, 
“hope”, “democratic”, and so on.) His 
society will loan any amount to de- 
serving homeowners. (By a remark- 
able coincidence the “any amount” 
will begin at $1,501.00; the coincidence 
is that the federal Small Loans legis- 
lation that regulates interest rates on 
small loans only covers loans of up 
to $1,500.00.) The payments are 
geared to suit the borrower, no 
security is required, and the loan is 
fully paid off after all the payments 
are made. The interest rate? “Why, 
it’s naturally only 6%, which is what 
the bank charges for loans. Just tele- 
phone our office, ask for Mr. Brown, 
and he'll arrange an appointment for 
you. Free parking will be supplied.” 


Thus the stage is set for what can 
truly be called a financial tragedy. 


What is in the advertisement is 
really immaterial. Its purpose is to 
get Mr. and Mrs. Smith to telephone. 
They can later be told that they do 
not qualify for the loan plan in the 
advertisement because they have less 
than four children, but that there is 
an even better plan available for 
them. When they telephone, whoever 
answers will be Mr. Brown. The pur- 
pose of the telephone call is to ask 
Mr. and Mrs. Smith to bring their 
deed and insurance papers down with 
them so that the society can see that 
they are really homeowners with a 
vested stake in the future of Canada. 


When they arrive at the expensive 
and impressive offices of the company, 
they will be told that “Mr. Brown is 
helping some other deserving couple, 
and sends them his good wishes”. 
Their documents will be used to have 
a second mortgage drawn, plus in- 
surance transfers, acknowledgments, 
and all other required papers. While 
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they are engaged in conversation, an 
employed lawyer will search the title 
of their property and do the necessary 
Registry Office work. They will be 
talked into borrowing some amount 
over $1,500.00 in the event that they 
originally wanted less. Then they 
will sign the papers and the mortgage 
documents. They will not be told it 
is a mortgage, and will be given only 
the last page to sign. It will be 
represented as a record of the trans- 
action. 


They will sign a contract under 
seal setting out the terms of the 
transaction; this document will be a 
collateral agreement in the eyes of a 
law court and will make the trans- 
action difficult to upset in a court. If 
they happen to notice that any of 
the papers they sign refer to the 
amount $3,700.00 and ask why this 
amount is used when they are only 
borrowing $1,600.00, they will be told 


that they will be making sixty 
monthly payments of $35.00. The 


total monthly payments amount to 
$2,100.00, which added to the loan of 
$1,600.00, equals $3,700. The company 
will apologize for this sort of thing, 
but will say that “the government” 
requires that everything be set out in 
full. 


Finally they will be asked to sign 
sixty post-dated cheques for the sixty 
monthly payments. The next day the 
mortgage will be registered and Mr. 
and Mrs. Smith will get their 
$1,600.00. 


Let’s see what the result of all this 
is. 


40 PERCENT 


Mr. and Mrs. Smith received 
$1,600.00, and in return they owe 
$3,700.00 and must pay 6% interest 
on $3,700.00. The total cost to them 
is an exhorbitant 40.1% a year on 
the amount they received. They will 
find out at some time or other that 
this debt is registered against their 
home. At the end of five years they 
will have paid back approximately 
$1,100.00, and will still owe $2,600.00. 
This amount will not be renewed 
because the prevailing rate on second 
mortgages is higher than 6% per 
annum. The mortgage will mean- 
while have been sold for $3,000.00 to 
yield an investor 12% return on his 
investment. The sixty cheques will be 
signed over to the investor to avoid 
any contact between the borrower and 
the investor, for most investors would 
not buy such a mortgage after hear- 
ing what had been done to the bor- 
rower. It is also to avoid the chance 
of the borrower finding out, quite soon, 
the real nature of the transaction. 


The company makes a gross profit on 
the transaction of $1,400.00. 


Finally, what can be done when the 
mortgage matures and the truth 
comes out? The signed and sealed 
collateral agreement and lack of any 
witnesses would make it very difficult 
to allege and prove fraud. As we 
have seen, the federal Small Loans 
legislation does not apply. The 
Ontario Unconscionable Transactions 
Relief Act might help on the merits 
of the fact situation, but would there 
be any tangible relief? There would 
be none. The investor is quite 
properly protected as a bona fide pur- 
chaser for value without any notice 
of what went on. The transaction 
could be opened against the company 
that set up the mortgage, but by that 
time the firm will have been wound up, 
its profits will have been distributed, 
and the same type of operations will 
now be carried on by the “Good Faith 
Family Benevolent Homeowners’ Aid 
Company Limited.” 


I have made no attempt to offer a 
solution. I only hope that awareness 
of what is going on will save some 
from going through what our Mr. 
and Mrs. Smith went through when 
they attempted to obtain a home- 
owners’ loan in Toronto. 


See page 3 for editorial comment. 


HALIFAX - 
DARTMOUTH 


The Lord Nelson Hotel in Halifax 
was the recent scene of the annual 
business and election meeting of 
the Halifax-Dartmouth Real Estate 
Board. 


New Officers elected are: H. C. 
Delano (Nightingale & Delano Ltd.), 


President; J. H. Roy (Roy Ltd.), 
Vice-President. 
Directors: Arthur Speed (Speed 


& Speed Ltd.); George Schurman 
(Schurman Real Estate); P. B. F. 
Smith (Canada Life Insurance Com- 
pany), and C. F. Whynacht, F.R.I., of 
Whynacht Real Estate. Arthur Speed 
is also Chairman of the Co-op Com- 
mittee. 


Castles in the sense of unfortified 
manor houses existed in all the great 
early civilizations including that of 
Ancient Egypt prior to 3,000 B.C. 
Fortified castles in the more accepted 
sense only existed much later. 








BIG BUSINESS 
“PLACE EGGS" 
IN CANADA 


The Financial Post, a well-known Canadian business 
paper, states that Canada “Is becoming an American 
Switzerland.” The paper recognizes that a trend, which 
is developing rapidly, indicates that international (Big) 
Business are using Canadian subsidiaries to hold big pieces 
of their world operations. They like our tax advantages, 
stable government and financial institutions.” 

The Post lists a number of companies that have taken 
advantage of our favourable business climate: 

—Farbenfabriken Bayer, German chemical giant, 

Toronto based Bayer Foreign Investments Limited, 
will control 71 Bayer subsidiaries doing a sales volume 
in excess of $100 millions yearly. 

—Shell Oil, with Canadian Shell Limited centralizing 

control of a large portion of western holdings. 

—Mannesmann International Corp. of the Mannesmann 

AG Firm, recently transferred from New York to 
Sault Ste. Marie, Ontario. 

—Patino of Canada, international mining giant associ- 

ated with Bolivian Tin interests. 

The Post claims that although the favourable tax pic- 
ture is a salient factor in encouraging international busi- 
ness to set up in Canada, nevertheless, it states that this is 
not the only reason. W. L. Dack, author of the article, 
feels that Canada’s record of political and financial sta- 
bility is also a major influence. 


DID YOU KNOW? 


That Canada conducts an annual trial of the Pyx? It is to 
check the weight and quality of coins produced by the Royal 
Canadian Mint. 


Originated in 1154 by Henry II of England, the ‘’Trial of 


the Pyx’’ is conducted by a commission appointed by vo 


Governor-in-Council. The commission consists of three highly 
skilled and reputable men, sworn in by a judge. Their duty 
is to insure that all coin produced is within the requirements 
of the Currency Act. 


The system used by the Royal Canadian Mint, finds a 
silver or gold coin taken from every “journey” (720 troy 
ounces) through the course of the year. These coins are 
placed in an envelope and sealed in the ‘’Pyx Chest’. The 
commission assays the coins to determine the quality and 
weight. Due to the stringent production requirements on the 
assembly line, seldom are coins ‘’found wanting’’. 


After each day’s operation, floors are swept; refuse burnt 
and residue weighed. This is added to the weight of the 
coins produced and must balance with the weight of the 
original metal which entered the shop before the start of the 
operation. Even the absence of metal weighing less than a 
dime, is noticed and must be reckoned with, before the day’s 
operations are concluded. 





MAN: 
months ago?” 


“Are you the salesman who sold us our house about two 


SALESMAN: “Yes, why?” 


Man: “We wish you'd tell us the story all over again. We're 


getting mighty discouraged!” 





If you are considering plant expansion 


Wingold’s 





designs, finances and builds — 
conserving your executive time and company capital. 





With the ‘‘all-in-one’’ construction program, we build to your specifications 
for lease or sale. The plan provides a complete program of 











plant engineering plant design publicity and public relations 


The result — a professionally designed and 
engineered plant built to your specifications. 


Write for your copy of 
“A Blueprint for your Plant Expansion” 
— an illustrated booklet giving the 


Seiad. Fab 


a 


complete Wingold story. 4 


WINGOLD CONSTRUCTION CO. LTD. 25 wincotp ave. TORONTO 19, ONT. 
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EDITORIAL - 


Continued from page 3 


The Toronto Telegram, the same 
month, reported a case to back up the 
Mayor’s claim. 

To quote the Telegram: “Back in 
1954 a couple with $1,000 bought a 
$13,500 home. They agreed to pay 
$9,000 on a NHA mortgage plus a 
$3,500 second, to run five years, ter- 
minating in December 1959. 

“By the spring of 1959, they had 
paid $500 off the principal and $550 
in interest. Six months before the 
second became due, they began to 
worry and sought out the mortgagee 
in an attempt to renew the second 
for a further five years. Yes, they 
were told, it would be renewed for 
$4,500 (a third more than the unpaid 
balance . . . $1,000 over the initial 
loan).” 

“The couple, realizing they were 
beaten” states the Telegram, “packed 
up and left.” 

The purpose of this editorial is to 
challenge an unbridled _ situation 
which permits such mishaps in our 
profession. 

We will, in relating our position, 
take into cautious consideration the 
following: 


1. Some people will commit them- 
selves to a head-long plunge into 
a morass of financial trouble, no 
matter what you do; simply be- 
cause they desire a house of their 
own. 


ro 


We must consider that there are 
certain financial risks in absorbing 
a second mortgage. 


3. We must also consider many other 
specific circumstances including 
that of the revenue-seeker, who 
purchases a home with a mimi- 
mum downpayment, intending to 
milk it dry, then vacate the pre- 
mises when the second mortgage 
has terminated. 


People who feel they have been 
rooked into a deal that shows promise 
of fattening someone’s purse at their 
expense, do have legal recourse under 
the “Unconscionable Transactions 
Relief Act”; revised statutes of On- 
tario, 1950, Chapter 402, section 2, 
which reads: “Where in respect of 
money lent, the court finds that, hav- 
ing regard to the risk and all circum- 
stance, the cost of the loan is excessive 
and that the transaction is harsh and 
unconscionable, the Court may re- 
open the transaction and take an 
account between the creditor and the 
debtor.” 

..Under the B. & N.A. Act, Property 
and Civil Rights are a provincial matter. 
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Other provinces besides Ontario, prob- 
ably have similar machinery for legal 
recourse. 

We have two solutions for the cur- 

tailment of lop-sided profits in sec- 
ondary mortgage financing: 
1. The Federal government should 
introduce an amendment to the 
National Housing Act which would 
provide implementation for sec- 
ondary financing. Monies for these 
purposes to be advanced by ap- 
proved money lenders, with 
interest not to exceed 744%, and 
with a renewal clause which en- 
titles the debtor or mortgagor to 
secure a further five years, at the 
same rate of interest, and to pay 
a bonus not exceeding 6% of the 
unpaid balance at the time of the 
paper’s original termination. 

Such loans to be underwritten 

by the federal government who 
shall guarantee up to 70% of the 
existing value, upon default. 
On conventional loans, unsecured 
by federal guarantee, rate of in- 
terest to be left open, but with a 
further five-year renewal option, 
with a bonus not to exceed 18% 
of the unpaid balance at time of 
renewal. 


tw 


In mid-summer, 1959, a Canadian 
mortgage company, fed with funds 
from European and American in- 
vestors, entered the secondary mort- 
gage market. A company spokesman 
claims that for approved properties, 
the company will buy a second for 
82% of face value, even with interest 
bearing less than 7%. Minimum loans 
$1,000. Maximum $3,000. 

The company will loan on resales 
of existing houses up to 15 years old, 
besides new housing. 

The only restrictions placed, over 
and above the approved structural 
requirements, is that the mortgagor 
have at least 10% equity in his new 
house, or 20% in the older property. 

In California, a few years ago, that 
State had recurring problems with 
unscrupulous money lenders. The 
situation deteriorated to such an ex- 
tent that legislation was passed (later 
amended in July 1959) which set a 
maximum percentage on any mort- 
gage loan. 

Senate bill No. 1397, Chapter 1942, 
Article 2, of 3081.1 clause C. reads: 
“No loan secured by real property 
shall be made which provides for 
payment of interest in excess of ten 
per cent (10%) per year as provided 
by section 22 of article XX of the 
California Constitution .. .” 

Unlike the California legislation 
we do not feel that secondary mort- 
gages, unsecured by federal guaran- 
tees, should be pegged to a maximum 
rate. 


We base this on the opinions of 
many in the building and mortgage 
professions. These people feel that 
some freedom is required to continue 
the flow of competitive mortgage 
financing. 

However, our convictions compel us 
to ask for legislation which will plug 
loopholes now permitting certain 
shady operators to victimize our citi- 
zens. It is not a true democracy when 
such conditions are permitted to exist. 

Legislation can be written and 
tempered to allow fair and reasonable 
profits even to “risk” financing on a 
non-guarantee basis. 


a * ie & 

Englishmen are bidding like mad 
to participate in a company interested 
in Canadian and American Investment 
real estate. In January a_ public 
offering was made by the Dollar Land 
Holdings Company. On January 19th 
the company released approximately 
1,500,000 shares at 28 shillings each. 
The response was so brisk that com- 
pany officials were forced to allocate 
purchases through a draw. 

17,000 people applied for shares in 
units of less than 200, and one in five 
were successful. Each received the 
right to purchase 50 shares. Another 
7,000 wishing to purchase more than 
200 shares were allocated 20 per cent 
of their wishes. 

The demand for shares in Canadian 
and American real estate reflects the 
high regard that the British have for 
North American investment partici- 
pation. 

The Dollar company already has 


invested some $800,000 in Southgate, 
near Chilliwack, B.C. 


New Officers 


PETERBOROUGH 

The Peterborough Board has in- 
stalled its 1960 slate of officers. 

Senior Officers will be: President 
Frank Barnes, Vice-President W. 
Davidson, Immediate Past-President 
Adam Sands and H. E. E. Choate, 
Secretary. 

QUEBEC 

Marcel Morel has been chosen as 

the new President of the Quebec Real 


Estate Board. He succeeds J. A. 
Turmel. 
Other officers elected are: T. E. 


Anderson, Vice-President and Jacques 
Vezina, Secretary- Treasurer (re- 
elected). 

Directors are: Kevin Davis, Florent 
Legendre and Marcel Fortin. 








PROMOTION 


proudly acknowledges he is 72... and wo 


Do we dream too much about the 
future without giving enough thought to 
the present? 


Far too many realtors fall into this 
trap, according to Charles M. Sim- 
mons, a noted Los Angeles sales 
executive who claims every salesman 
can at least double or triple his pro- 
duction if he does more thinking and 
definite planning on a daily basis. 

Speaking in Toronto last fall to a 
session of the National 
Association of Real Estate Boards, 
the human relations consultant and 
founder of the Simmons Institute 
urged realty salesmen to decide every 
day what their plans will be, and 
write down, for example, how many 
purposeful phone calls they will make 
to prospects, clients, and friends. 

“Put down in black and white how 
many sales you are going to make to- 
day,” he advised. “And make up your 
mind that you will not go to bed until 
these goals have become reality.” 


convention 


Mr. Simmons explained that he had 
often worked side by side training 
some of America’s top salesmen, “and 
we have made calls at 10 p.m., at mid- 
night, and even 2 a.m., for we had a 
goal to meet that day ... and we 
met it.” 

One of the basic principles of plan- 
ning, he went on, is determining what 
you desire to accomplish today. 

“Your future success depends upon 
how well you answer this question,” 
he pointed out. “Most people never 
answer it. They think they do, but 
results and investigation prove dif- 
ferently. The reason for their failure 
is that they don’t put their plans down 
in writing.” 

Item two among the principles of 
planning, he said, was determining 
the strength of desire. 

“Many of us just think we want 
certain things. That is not enough. 
You must get excited . .. be absolutely 
consumed with your product, with 
your company, and_ your = sales 
organization. Be enthusiastic at all 
times . . . even though you don’t feel 
like it. And never, never under any 
circumstances permit yourself to in- 
dulge in criticism ... and finally, ask 
for the order.” 

It is also a prerequisite to set your 
deadline, the sales expert explained. 


“Most of us never think WHEN. Oh, 
yes, it will be in the future, but 
10 


WHEN? We must be exact. It does 
something to us to know that a certain 
dream is coming true by a certain 
date. Every one of our goals should 
have a date—an exact date. Then 
you are ready for fast progress.” 


Establishing an exact plan of action 
is also necessary, explained Mr. Sim- 
mons. “In other words, HOW you’re 
going to go about it.” 


“Tf that doesn’t work, what will you 
do next? This is a question you must 
ask yourself. And, as you do, you will 
be plotting your exact plan of action.” 


In nearly every line of business, 
action usually speaks louder than 
words. Real estate is so competitive 
today it quite often needs an extra 
boost from cleverly contrived selling 
wrinkles to achieve day-to-day goals. 

If you want to achieve distinction 
you must be distinctive in your 
advertising, customer service, and 


civic endeavour. 


Here’s a new wrinkle that could be 
applied with advantage to your sales 
organization. It is provided by L. J. 
Menzies, a Detroit Realtor. It is an 
old piece of standard selling equip- 
ment — the business calling card. 


Blow it up. Make it bigger, advises 
Realtor Menzies. This twist has two 
advantages: 


Your message (firm name, etc.) can 
be imprinted in larger, more eye- 
catching type. The back of the card 
can provide a good size doodle pad for 
the prospective buyer to make notes 
about the home or homes you show. 


“In these days of suburban house 
hunting,” explains the realtor, “the 
hurriedly jotted note about the extra 
closet space and backyard rose garden 
at the home you showed off two weeks 
ago, may be just the thing that makes 
this house stand out from the crowd 
of others the prospect has seen. 
There’s a good chance he’ll remember 
and call you back to close the sale.” 


Mr. Menzies uses cards 3142 by 614 
inches—a handy pocket size but 
plenty big enough for notes. He re- 
ports that the cards often bring favor- 
able comments from the buyers. 





“There’s no question that distinctive- 
ness truly pays off in the long run,” 
says Mr. Menzies, who has been in the 
real estate business since 1917 and 








still going strong. 

Another calling card gimmick is 
offered by Realtor, Harold Irby of 
Winter Haven, Fla. His colorful card 
is shaped like a composite of the citrus 
fruits for which Winter Haven is 
famous. He states this departure from 
the common white card boosts the 
Winter Haven area as well as his own 
firm. He says it is adaptable to other 
areas as well. 

“Regardless of your state, province 
or county,” he says, “the outline can 
be cut on the card. If your area is 
outstanding in production of an agri- 
cultural product, you’re made. What 
could be more distinctive than a peach, 
or an apple?” 

The man who is remembered by his 
card, he explains, is one step ahead 
of his competitors to begin with. 
“And an unusual card gives him this 
advantage.” 


SURVEY 


A survey completed by NAREB, 
reveals factors considered most in 
choosing a home. The buyers indicate 
the following as the points most apt to 
interest them: (not in order of 
preference) 





—a kitchen with built-in equipment 

—a garage 

— fireplace 

— patio 

— second bathroom 

—a family dining room 

— nearness to schools 

— public transportation within 
walking distance 

— district with pleasant 
environment. 


SERVING ALBERTA 


“CANADA‘S RICHEST PROVINCE” 


11060.97 STREET, EDMONTON, ALBERTA 


Phone GA. 4-4221 


WM. A. QUINN, Manager 
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Il est parfois dangereux de penser 
a Vavenir a un point ot on néglige le 
présent. Selon Charles M. Simmons de 
Los Angéles, plusieurs vendeurs en 
immeuble sont de ce nombre. Charles 
Simmons soutient que tout vendeur 
peut doubler et méme tripler son 
chiffre d’affaires s’il se donne la peine 
de préparer un plan de_ travail 
quotidien. 


Lors de la convention de 1]’Associa- 
tion nationale des vendeurs d’im- 
meubles tenue 4 Toronto |’automne 
dernier, le fondateur de _ 1’Institut 
Simmons faisait appel 4 tous les ven- 
deurs de se faire chaque matin un 
plan de travail et de l’écrire sur 
papier. “Il faut, disait-il, savoir au 
préamble combien d’appels_ télépho- 
niques vous allez placer et 4 qui vous 
allez téléphoner, clients en perspective, 
clients réels ou amis. “Décidez par 
écrit du nombre de ventes que vous 
allez faire aujourd’hui” a-t-il conseillé, 
“et faites le résolution bien arrétés de 
ne pas vous coucher avant d’avoir 
atteint votre objectif.” 


Monsieur Simmons nous disait qu’il 
avait enseigné 4 bien des vendeurs 
amérieains qui sont devenus experts 
dans ce domaine et afin d’atteindre 
leur but ils ont di faire des ventes a 
dix heures du soir, 4 minuit et méme 
a deux heures du matin. 


Le principe fondamental d’un bon 
plan c’est de déterminer ce que |’on 
peut réaliser chaque jour. Le succés 
d’un vendeur dépend de ce principe de 
base. I] faut y croire et s’en convaincre 
et ensuite le mettre 4 exécution. Cer- 
taines recherches semblent indiquer 
que l’absence d’un plan défini conduit 
a la faillite. 


Le deuxiéme principe dans la pré- 
paration d’un plan de travail c’est de 
se convaincre d’un_ enthousiasme 
débordant envers sa marchandise. Un 
enthousiasme tiéde ne suffit pas, il 
faut étre convaincu et paraitre con- 
vaincu. I] faut croire fermement que 
la compagnie que l’on représente et la 
marchandise que l’on vend sont les 
meilleures au monde. Soyez toujours 
enthousiastes méme si cela vous en 
coite. Ne vous permettez jamais de 
critiquer (quique ce soit ou quoique ce 
soit). 


Il faut savoir établir un temps 
limité nous disent les experts. On se 
soucie trop peu de (l’heure fixe). Ah! 
on se dit bien 4 plus tard mais (il 
faut étre exact). Il est important de 
pressentir qu’une (certaine ambition 
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va éclore a une certaine date). Un 
distinctif vaudra son pesant d’or un 
objectif bien établi doit avoir son 
temps limité, une date précise. Voila 
ce qui peut assurer un progrés rapide. 


“Tl est aussi nécessaire d’établir une 
facon de procéder, un plan d’attaque 
en quelque sorte” a affirmé monsieur 
Simmons. “En d’autres mots (com- 
ment), vous allez vous y prendre. Si 
telle ou telle chose ne réussit pas, que 
faut-il faire ensuite?” Voila la ques- 
tion qu’il faut se poser. En effet, tout 
en vous posant cette question, vous 
établissez par le fait méme le procédé 
en question. 


Dans le domaine des affaires, il vaut 
mieux agir que de babiller. A cause 
de toute la compétition que l’on trouve 
dans la vente de l’immeuble de nos 
jours, pour bien réussir i] faut avoir 
du pain sur la planche, des trucs a 
son métier. 


Si vous voulez exceller, il vous faut 
avoir une publicité excellente, bien 
vous occuper de votre clientelle et 
avoir des ambitions civiques. 


Voici un atout qui peut vous servir 
dans votre programme de vente. II 
nous est suggéré par monsieur L. K. 
Menzies, vendeur d’immeubles' de 
Détroit. C’est quelque chose qui vous 
est bien familier. I] s’agit de votre 
carte de visite. “Donnez-lui un cachet 
spécial, un aspect plus attrayant” 
nous dit monsieur Menzies. 


Si par exemple elle est assez 
grande, vous pouvez y imprimer votre 
nom et celui de votre compagnie d’une 
facon plus visible et plus attrayante. 
Le verso de la carte peut servir de 
mémo au client qui désire y noter 
quelques renseignements. S’il a fait 
note de quelques détails, le client qui 
a vu multiple logis, se souviendra plus 
facilement des détails de la maison 
que vous lui avez fait voir. II est fort 
possible qu’il se souviendra de vous et 
aura recours 4 vous au moment de 
décision. 

Monsieur Menzies recommande une 
carte de 3% pouces de large sur 6% 
pouces de long; grandeur bien utili- 
sable et qui peut servir 4 faire quel- 
ques notes. II affirme que cette carte 
a su lui procurer bien des compliments 
de ses clients. 


“Tl n’y a aucun doute que le cachet 
jour ou l’autre” nous dit monsieur 
Menzies qui _ s’occupe d’immeuble 
depuis 1917 et qui malgré ses 72 ans 
est encore bien actif. 


Monsieur Harold Irly de Winter 
Haven en Floride nous procure une 
autre idée. Sa carte de visite a la 
forme d’un citron, fruit bien célébre 
a Winter Haven. II nous affirme que 
cette nouveauté a su plaire aux gens 
de Winter Haven et 4 sa compagnie. 
Il nous conseille de nous servir de 
notre imagination et d’adapter cette 
idée a notre propre milieu. 

Pourquoi ne pas donner 4 sa carte 
de visite le cachet propre 4 son comté 
ou a sa ville ou a sa province. Pensez 
a un produit ou un aspect distinct de 
votre région et faites-le ressortir sur 
votre carte. 

Si lon se souvient de votre carte on 
se souviendra de vous et vous aurez 
lavantage sur vos compétiteurs. Cet 
avantage peut trouver sa source dans 
votre carte de vesite. 





COAST BOARD ADDS 
ANOTHER DIVISION 


The Westminster County Real 
Estate Board have created another 
milestone in a short, but very pro- 
gressive history. 


In January of this year, the board 
welcomed Chilliwack Realtors into the 
fold. Lloyd Griffiths, of S. M. 
Griffiths & Son will be the Chairman 
of the new division. 


The Westminster Board also has 
divisions in North Surrey, Abbotsford 
and Coquitlam. The combined mem- 
bership of the board is now 100 
Realtors and over 500 salesmen. 


Typical of this promotion-conscious 
group was the two-page spread which 
ran in the Chilliwack Progress on 
January 12th. The newspaper used 
the two pages to herald the new ad- 
dition to the membership. Members 
themselves purchased advertising 
space in the promotion. 


Guiding the 1960 destinies of the 
W.C.R.E.B. are: Chairmen J. A. 
Dyck (Abbotsford) , Stanley H. Jones 


(New Westminster), A. O. Jeffs 
(Surrey), Lloyd Griffiths (Chilli- 
wack). 


Directors: Allan Burton, Chester V. 
Nordin; W. E. Dempsey, J. H. McCul- 
lough, E. J. Ferguson, W. M. Paul 
and W. R. Hyndman. 

Senior Officers: G. Basil Raikes, 
President; J. K. Cooper, Vice-Presi- 
dent; George F. Brown, Vice-Presi- 
dent, and W. R. Bennett, Executive 
Secretary. 

Fred M. Philps is past-president. 


n 




















































BOARD OBJECTS 
TO TV. LICENCE 


In January the Vancouver Real 
Estate Board lodged an objection with 
the chairman of the Board of Broad- 
cast Governors to the application of 
Metropolitan Television Ltd. for a 
licence to operate Vancouver’s first 
privately-owned television station. 

In a letter outlining their position 
the Board stated: “We cannot con- 
ceive it to be in the public interest to 
grant this exclusive franchise for a 
dominant medium of public informa- 
tion to a group which collectively 
controls the other existing dominant 
media.” 


(The Sun Publishing Co., The 
Southam Co. and radio stations CKWX 
and CKNW own a total of some 85 
per cent of the shares in Metropolitan 
Television Ltd.) 


The Board expressed the opinion that 
granting the franchise to this appli- 
cant would create for them the power 
to restrict competition and direct the 
nature of public information through 
their component news outlets. Regard- 
less of the merit of the applicants the 
Real Estate Board considers such a 
situation to be “basically wrong in 
principle”, 


ONTARIO ELECTIONS 


SAULT STE. MARIE 

The Sault Ste. Marie Board has 
elected Angelo Micelli as President for 
1960. Others elected were  vice- 
president Lloyd Belec, Mrs. Margaret 
Eddy, Secretary-Treasurer and Direc- 
tors H. I. Bullock, C. V. Robertson, E. 
B. Fleming and C. Weeks. 

Mr. Micelli succeeds Curtis Scott. 


ORANGEVILLE 

Jack Hutchins succeeds R. Frank 
Hendry as President of the Orange- 
ville Board. Cecil Chambers and 
Douglas Stoddart were elected Vice- 
President and Secretary-Treasurer, 
respectively. 

New Directors are: Gordon Duke, 
Grant Grosskurth, Lorne McGowan 
and Mrs. Marie Stoddart. 


“| just sold my big house.’ 

“How big was it?” 

“Well, it had 23 rooms and no bath- 
rooms! ’’ 

“Why that’s incredible.’’ 


“Nope . . . it was uncanny.” 
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January 22, 1960, 


The Chairman, 
The Board of Broadcast Governors, 
Hotel Georgia, 


Vancouver, B.C. 


Dear Sir, 

The Vancouver Real Estate Board represents, through its member brokers, 
some 2.000 business men who subscribe through their self-imposed code of 
ethics to principles of public service beyond the purely legal regulations 
governing their business dealings. By the nature of their business they 
collectively constitute one of the largest users of advertising and they have a 
special concern for the general environmental factors which contribute to a 
happy and progressive community development in the Lower Mainland region 
of British Columbia. 

We have, therefore, considered it not only our prerogative, but our 
responsibility to consider the community ramifications of the applications for 
television franchises in this area, and to contribute our opinion for your 
consideration. We have no technical knowledge about the matters involved 
and no financial or corporate interest in any of the applications before you. 
Neither has our intervention been solicited or suggested by any of those con- 
cerned. If it were merely a matter of the applicants’ personal profit and 
private enterprise we would wish them all well. 

There is, however, the all important element of public interest, and, we 
cannot conceive it to be in the public interest to grant this exclusive franchise 
for a dominant medium of public information, to a group which collectively 
controls the other existing dominant media. We do not, for one moment, 
impute the slightest sinister motives to the competent and reputable applicants 
of Metropolitan Television Ltd., but we believe it to be basically wrong in 
principle that such a group of related interests, should be set up by public 
franchise as a dominating factor among all the major information and adver- 
tising media in this area. 


If, as is to be expected, there is continuing harmony between them, then 
it is only reasonable to suppose that in matters of major public interest the same 
conformity would be reflected in all their outlets for public information. In 
spite of the most benevolent intent, and perhaps even without conscious desire, 
the corrupting power would exist to restrict competition and direct the main 
flow of public information. 

In our opinion, the corporate connection between the two Vancouver daily 
newspapers has not worked out happily for the community, and we view the 
granting of a television franchise to an association of them and the two major 
regional radio stations with apprehension. It was the unanimous decision of 
our board of directors that this opinion should be communicated to you in 
the hope that it will assist you in your important deliberations. 


Yours truly, 


VANCOUVER REAL ESTATE BOARD 


ALAN CREER, 
Secretary. 
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LEGAL NOTES 


BY J. L. REID 


A graduate of Osgoode Hall, Mr. Reid is senior 
member of Reid, McNaughton & Martin, Barristers and 


solicitors, St. Catharines, Ontario. He is also alderman 
of the City of St. Catharines. 


ot cbeil 





The necessity of brokers and salesmen, licensed under 
the Real Estate and Business Brokers Act, strictly com- 
plying with the Act in the matters of their trade, was 
again emphasized by the decision of the Court of Appeal 
for the Province of Ontario in the case of Stonhill & 
Stonhill vs Trustee of the Estate of Ridout Real Estate 
Limited, reported 1957 O.W.N. 401. 


An exclusive authority to sell was given by the vendors 
to the agent upon certain terms and conditions set forth 
_ ina printed form, containing blank spaces for the purpose 


_ of adding other terms and conditions. These blank spaces 


were filled in by the salesman on the original, a carbon 
copy being completed at the same time. Immediately above 
the space provided for the signature of the owners was 
a paragraph: 


“IT have read and clearly understand the above listing 
agreement, and I acknowledge having received u 
copy of it on this date.” 


The original and the copy were signed and the copy 
delivered to the vendors. 


copy of the listing agreement was so illegible in material 
parts thereof that it could not be regarded as a true copy 
of the agreement within the meaning of the Act. 


! The question before the Court was whether or not the 


The defence to the claim for commission was that the 
listing agreement was not valid because the salesman 
immediately after the execution of the agreement, did not 
deliver a true copy to the vendors as required. 


It was found that there was practically no impression 
made through the carbon on the copy handed to the 
vendors, that the copy was “practically illegible”. 


The Court pointed out that it serves no purpose whatso- 
ever for a salesman to deliver to a person who has signed 
an agreement, a copy thereof that is so indistinct and 
illegible that no person can read it, and if he should so 


deliver such a copy, he has not fulfilled his statutory 


obligation even though receipt of a copy is acknowledged 
in writing by the vendor. 


The Court having found that no true copy was delivered, 
then found the listing agreement to be invalid, and the 


broker unable to enforce a claim for commission. 


Did you know that the American Continents were named 
after an Italian well known for his boasting, half-truths and 


what have you? 


Amerigo Vespucci wrote in his chronicles, the impression 


no * that he was the sagacious discoverer of the new lands. 


His papers, perused much later by a gullible Dutch pro- 
fessor caused that worthy but sadly uninformed geographer, 


to name the new continent America. 
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BOOK ANALYSES 
CANADIAN MORTGAGES 


The first comprehensive treatment of the Canadian 
Mortgage Business has been published in book form, by 
Collins of Canada. The author, H. Woodward, is Financial 
Advisor to Central Mortgage and Housing Corporation. 


Mr. Woodward’s career has been involved in mortgage 
financing since he arrived in Canada from England in 
1926. He has spent many years associated with Assurance 
firms, including duties as internal auditor. 


The book Canadian Mortgages is the result of many 
years of research and study of the mortgage field. 


Professor Philip White, B.Sc., M.Se., F.R.LC.S., F.A.L, 
of the Faculty of Commerce and Business Administration, 
University of British Columbia, says “This is an excellent 
text book and one which will be continually referred to for 
many years to come.” 





From Professor W. Andrew MacKay, B.A., LL.B., 
LL.M., Faculty of Law, Dalhousie University, comes this 
remark, “The excellent treatment of current mortgage 
practice makes the book of interest to lawyers, investors 
and even experienced mortgage administrators.” 


Other leading men in the real estate profession, includ- 
ing Don Koyl, have read the book, and have commented on 
its contents. All have been favourable. 


The volume deals with mortgage financing from the 
fundamentals, through phases such as mechanics’ Liens, 
Taxes and Insurance, to foreclosure, mortgage payments 
and mathematics of interest and amortization. The book 
also includes an epilogue: ‘Personal notes for beginners.” 


Because of the book’s apparent use by Canadian Real- 
tors, who require expert knowledge on this subject, 
Canadian Mortgages is being offered at a special price to 
Realtors only. 


C.A.R.E.B.’s Librarian has arranged to sell Canadian 
Mortgages at a 20% discount off the $7.00 list price. Send 
your cheque or money order for $5.60 to The Librarian, 
C.A.R.E.B., 109 Merton Street, Toronto 7, Ontario. 





@ Parents who find their children on the wrong path should 
provide switching facilities. 

















MEMBERS 


RECEIVE 


SIGNS 





CO-OP LISTING SIGN shown above is made of steel with dual ‘’for sale’ 


exposure On one side . 


At a meeting of the Central Alberta 
Co-operative Listing Bureau in Red 
Deer, Alberta, held in December, the 
association decided to have a standard 
sign designed and produced for the 
use of all co-op members. Mr. Ferd. 
Gilbertson and Gordon Cross were 
asked to submit designs for the com- 
mittee’s approval. 


MARSHALL LEES | 
Agencies Ltd. 


Real Estate & Insurance 





Specializing in Commercial & 
Industrial Properties. 


Members of all 
Real Estate Boards 


Phone 2334 — 5547 
Hornstrom Bldg. 
Red Deer Alberta 
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. . “Sold’’ when sign is reversed. 


The design, which was accepted is 
shown above. Made of steel heavy 
enough to withstand strong winds, the 
signs serve two purposes. Hidden 
from view, on reverse side, is the “for 
sale” message. 

Besides the dual role the sign per- 
forms, it also promotes co-op listing. 

The signs were produced for $37.15 


REGINA - SASK. 
Industrial Properties 
Sites Buildings 

Property Management 

Lease Backs 


W. Clarence Mahon 


350 Western Trust Bldg. 
REGINA 





and each member received one paid 
for by the Association. 

“Already the signs are assisting our 
co-op listing efforts,” claims Mr. 
Gilbertson, a Red Deer, Alberta, 
Realtor who is also secretary of the 
Association. 


It won’t be long before the home- 
owner has his entire lighting, power and 
fuel requirements satisfied by a_ tiny 
inexpensive machine. A University re- 
search team has invented a_ nuclear 
machine that creates electricity directly 
off the fusion, through action upon a 
chemically-treated metal plate. 


Canada’s Fastest Growing City 


TODAY... 


alata i 


. Population of Greater Edmonton 


303,000 
TOMORROW... 


1970 POPULATION FORECAST: 

Based on the current rate of growth, 
the population of Greater Edmonton 
in 1970 will be 


593,880 


The Journal serves over 60% of 
Alberta's population. 


Daily net paid circulation in excess of 


110,000 
The EDMONTON 


JOURNAL! 


One of the Eight Southam 
Newspapers in Canada 
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Study group— 


MEANS TO AN END 


It pays to hold study groups 
— says preamble. 


TWICE-MONTHLY study meetings are held by members of a Toronto Realtor firm, 





Harvey Keith Real Estate. 


Reading clockwise: 


Wilf White, Clare Binns, Bev Welsh, Phillip Moore, Harold 


Keffer, Harry Snook, Bill Durst, Shirley German (who attends meetings although 


working for the firm of Shortill 
Calladine, Peter Cribb and Harvey Keith. 


All students taking the C.I.R. Course are entering the 
final phase of their year. Soon, all assignments must be 
completed, and then examinations begin. 


There are 371 taking the 3-year course. 261 through 
correspondence conducted by the University of Toronto. 
Calgary and Edmonton have 55 and 50 respectively taking 
the course through lectures handled by the University of 
Alberta. 


The above figures do not include the sixty-two students 
taking a diploma course at the University of British 
Columbia. Although this is separated from C.I.R., a 
quantity of the material used was extracted from the 
Institute’s curriculum. 


In the preamble of the assignment book issued by the 
University of Toronto, the last paragraph reads: “If you 
can form a study group with one or more students it will 
pay off in better understanding and higher marks”. 


This message was accepted by a well-known Toronto 
Realtor. Harvey Keith of Harvey Keith Real Estate, 
formed such a group, which meets twice monthly in the 
firm’s board room. 


“It is amazing how much clearer a subject becomes when 
it is pulled apart and discussed by several people. 

“By taking each subject, picking out the salient bits and 
pieces, each member absorbs not only the written material, 
but also allied facts presented by another student’s 
experience with that particular feature.” 

“This” Mr. Keith concludes, “heightens the absorption 
of knowledge for each one of those in attendance at our 
jam sessions”. 

The firm has 12 students taking the C.I.R. Course (nine 
first year and three second year) plus three taking 
appraisal number I and number II also conducted by the 
University of Toronto under the sponsorship of the 
Toronto Real Estate Board. 
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& Hodgkins — Toronto), Eric Steiner, George 


“MILLION CLUB” 
FORMED—TORONTO 


The Toronto Real Estate Board has commenced a 
“MILLION CLUB” on January ist. The club was formed 
to officially recognize and thank the few “pluggers” who, 
year after year, have good success in either listing or 
selling properties on the co-op system. 

Co-op committeeman Bob Biggin, of Young and Biggin 
Ltd., Toronto Realtors, sent us the literature which ex- 
plains the qualifications. 


Mr. Biggin stresses that this is not a contest. He says 
“‘Membership in the MILLION CLUB will be a distinction, 
appreciated by those qualified, envied by those hoping to 
qualify, and eventually recognized by Realtors and public 
alike as representing the most successful sales producers, 


who, by his accomplishments, has become a leader in his 
field.” 


The qualifications to the Club are simple. Points are 
awarded on sales dollar-volume. The number of points are 
based on whether the salesman sold, rented or leased his 
or another’s listing, or whether his listing was sold by 
another. 


There are two types of members recognized. For those 
reaching a $500,000 volume of credits a silver pin is 
awarded. For those reaching the $1 million mark, a gold 
pin is presented. 


@ How can a rumour get around when it hasn’t a leg to stand 
on? 











A RECORD YEAR 


It is worthy of note to view the statistics of the first 
eight boards on the chart shown opposite. All of the 
leaders have under 50,000 population. Perhaps this indi- 
cates that better member liaison is managed in smaller 
boards. 

To head the list, Central St. Lawrence, a board formed 
in 1959, shows promise of becoming a wealthy board 
indeed. Readers will note the startling 117% sales. This 
of course, was due to a carry-over listing from the previous 
month. 

The board, which covers the Brockville-Prescott districts, 
formed its photo co-op service in July of 1959. 

Winnipeg is the first of the big boards to appear in 
order of merit. In the September Realtor we reported the 
amazing success of their co-op efforts by pointing to their 
phenomenal 62.7% sales to listing ratio for the month of 
July. 

Also, in the July edition of the Realtor we commented on 
our anaylsis of the 1959 picture by reviewing the first six 
months of that year. 

In that issue we had cause to caption a story by declar- 
ing: “Will co-op sales hit the $400 million? Predictions 
Say Yes!” Our forecast was more than justified. In fact, 
we went over the prediction by $36.5 millions for a total 
of $436,511,296. 

The Toronto Board with 2,900 members, commands one 
third of this total; that board going $18 millions over their 
1959 forecast and, coming within a shade of hitting the 
optimistic target of the 1959 President, Hugh Shortill. 

In January 1959, when the TREB co-op committee 
announced the 1959 target would be $140 millions, Mr. 
Shortill declared “We’re going to shoot for a target far 
beyond $140 millions.” 

“We’re going to aim for $160 millions!” he exclaimed. 

The board came within $1 million of achieving this 
extremely buoyant objective. 

We must, in closing, commend those boards that headed 
the list. Through energetic promotions, exceptionally well- 
organized inter-member liaison and, the greatest of all 
inspirations enthusiasm, have placed themselves in the 
lucrative 50 - 50 sales to listing position. 


OSHAWA 


A conspectus, sent us by Margaret Eyre, Executive 
Secretary of the Oshawa Board, highlights the board’s 
activities since inception. We note that the board, through 
co-op efforts during the first year of operation (1956) 
were, 133 listings, 30 sales ($239,350 total) — with the 
average sale being $7,978. 

In 1959, four years later, the Board showed 503 listings, 
with 166 sales for a total volume of $2,119,160. The 
average sale was $12,760. 

1959 created another milestone. Last year was the first 
that builders entrusted their units to co-op selling. Of 90 
listed, 34 sold for $506,110, averaging out at $14,856. 

Margaret Eyre revealed that in 1956 there were only a 
dozen members in the membership. Today there are 127. 
This phenomenal growth caused the board to hire a full- 
time secretary. 

The next (inevitable) step is to build ‘owned-premises’ 
concludes Mrs. Eyre. 
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MONTHLY CO-OP REVIEW 


of dollars 


CO-OP SALES GRAPH 


50 





1959 





JUNE 





GALT PRESTON HESPELER 


REAL ESTATE BOARD 
Hits All Time High 


TOTAL SALES 


*1,199, 746. 


GALT PRESTON HESPELER 
REAL ESTATE BOARD 


has 58.7 percent sales of all listings. This 
percentage is the highest of any board in 
Canada. For best results -- LIST CO-OP. 





GALT PRESTON HESPELER 


REAL ESTATE BOARD 





The Galt-Preston-Hespeler Board are proud of their co-op 
activities during the past year. This caused them to.place the 
above advertisement in the Galt newspaper. 

Note the reference to percentage of sales to listings; cer- 
tainly a record to be proud of, 
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CAREB CO-OP Statistics for 
YEAR TO DATE COMPARISONS 
GROSS SALES LISTINGS — 
Board Position °% Sal 
Determined by Percent Listings Sales oa 
Sales-Listing Ratio 1959 1958 Lo G 1959 1959 _ to 
For Month Listings 

Central St. Lawrence 348,950 == — 96 30 31 
Fort William 1,391,310 965,350 44 443 153 34 
Cornwall............. 349,900 285,889 22 168 30 18 
Guelph & District 1,111,070 972,817 14 | 266 | 112 42 
Kingston.............. 967,100 802,950 20 177s! 70 39 
North Battleford 825,428 160,090 42 27. | 94 43 
Owen Sound & District. 541,595 _ _— 237 71 29 
Sarnia Lambton... 2,640,700 2,160,840 22 550 216 39 
Kitchener-Waterloo 8,390,661 8,183,725 2 | 1,689 696 41 
Oshawa & District 2,119,160 1,522,466 39 503 166 33 
Winnipeg 27,791,437 18,365,117 51 4,351 2,336 54 
PR as anksciincispcisheiscibaseus 12,121,781 12,014,649 _ | 2,276 1,038 46 
St. Catharines-Niagara . 3,180,937 1,992,651 59 | 1,038 311 31 
Saskatoon.. 5,583,575 4,202,998 33 1,522 584 38 
Ottawa.. 24,085,862 21,088,005 14 | 3,917 1,459 37 
BUG 5.5 iscssccsssess 3,776,478 959,197 293 | 972 320 32 
Simcoe & District... 150,600 — — 160 15 9 
Galt-Preston-Hespeler 1,512,421 853,975 77 302 142 47 
Hamilton 43,067,075 41,636,856 3 \| 9,296 3,403 37 
Brantford.... 2,970,215 3,386,786 —12 \| 583 283 48 
Montreal 27,549,384 24,567,184 12 | 4,026 1,164 28 
Toronto...... 158,821,137 128,163,813 24 \ 32,275 9,557 30 
Brampton.. 586,950 282,675 107 1] 137 36 26 
Peterborough 2,820,329 2,487,904 13 | 729 248 33 
Windsor 2,422,260 1,991,851 22 857 228 27 
Chatham 353,882 543,350 —35 | 106 28 26 
Edmonton... 10,106,954 11,888,172 —14 | 3,906 811 21 
Tc 2Y,c cuiavassovensahitas 23,907,949 21,975,692 9 H 6,443 1,738 27 
Lethbridge.............. 1,096,640 470,669 133 365 103 28 
Oakville-Trafalgar 2,101,025 1,218,475 22 | 364 115 30 
oie ovis asuniveindesess 41,570,749 39,467,486 5 13,200 3,206 24 
Welland & District. 777,010 608,985 28 1] 443 87 20 
South Peel............. 3,471,946 2,016,380 72 | 643 186 29 
Okanagan-Mainline 2,134,428 o — | 1,404 194 14 
Halifax-Dartmouth 1,433,050 736,000 95 I 299 112 37 
Westminster County 8,376,624 7,345,677 14 4,389 865 20 
Greater Niagara 1,430,986 1,176,555 22 588 133 23 
Central Alberta 545,988 335,581 62 226 55 24 
Tri-County............. 384,500 449,550 | 14 | 92 22 24 
Sault Ste. Marie 451,205 313,107 44 109 45 41 
Orangeville 194,000 165,500 | 10 57 18 32 
Barrie & District. 702,925 448,495 | 57 i} 191 59 31 
Nipissing ; viel 1,151,450 106,100 385 316 83 26 
RE S55 Finca sncsches voto 603,470 410,000 47 204 48 24 
Port Arthur wa, 450,850 280,135 61 210 44 21 
Brandon 139,350 131,400 6 | 86 14 16 
Totals 436,511,296 367,135,097 18.9 {| 100,428 30,723 30.6 
































ee 








UE TNE ROY to 














December 


MONTHLY COMPARISONS 


GROSS SALES 


This Month 





84,400 
71,900 
15,000 
98,770 
77,665 
17,500 
42,000 
227,006 
379,850 
177,800 
1,415,205 
718,989 
230,950 
243,450 
1,317,300 
307,920 
45,500 
114,350 
2,137,489 
110,590 
1,451,670 
8,657,146 
17,600 
209,000 
131,650 
73,000 
859,531 
1,333,932 
19,000 
43,150 
2,186,489 
16,300 
184,000 
204,124 
63,050 
645,940 
49,800 
28,000 
10,000 





18,431,461 
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51,350 


85,350 
26,100 
2,500 


100,325 
500,605 

48,400 
543,198 


79,090 
262,550 
1,222,875 
92,200 


36,100 
2,002,420 
128,910 
1,732,433 
7,223,270 


57,150 


31,550 
866,244 
1,132,292 
8,560 


1,964,271 
71,700 
210,050 


330,250 
32,450 
5,000 


26,507 


38,500 





18,912,200 


1959 


Month 
Last Year 








Month 





440 
31 
192 


1,635 


24 
55 


248 
368 
18 
14 
768 
15 
51 
99 
24 
373 
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LISTINGS — SALES 


Listings This | Sales This 
Month 
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117 
100 
100 


90 
83 
71 
63 
59 
58 
51 
45 
45 
42 
41 
39 
37 
37 
36 
35 
33 
31 
30 
30 
29 
28 
27 
25 
22 
21 
21 
20 
18 
17 
17 
17 
15 
8 
9 











Population 


Thousands 





27 
45 
31 
25 


10 
17 


89 


398 
101 
73 
90 
250 


284 
230 
32 
30 
650 
20 
40 
100 
125 
115 
95 
17 


41 
10 
25 
30 
55 
42 
27 
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BERT WEIR 
HONORARY 


LONDON 


The London Board has unanimously 
elected Bert Weir as its honorary 
President. Mr. Weir has been in 
business since 1919 and has trained 
eight of the men who are now Realtors 
in that city. 

The recognition was made because 
of Mr. Weir’s sterling and continued 
efforts in organized real estate, both 
locally and nationally. He has been, 
several times, President of the London 
Board; is past-director of O.A.R.E.B. 
and has been a member of the Ameri- 
can Institute of Real Estate Apprais- 
ers for 25 years. 

Besides being a church organist and 
music teacher, Mr. Weir is also active 
in many service organizations. 

The London Real Estate Board also 
announces the following to head up 
the coming year’s activities: 

For President: W. S. Evans; Ist 
Vice-President, R. I. Harris; 2nd Vice- 
President, R. E. Christie and Secre- 
tary-Treasurer, G. Mullins. The 1960 
Directors will be: B. Allison, M. 
Chapman, F. Gammage, E. Hurdle, 
L. Marsh and G. Tolboom. 


TORONTO 


On December 8th the Toronto Real 
Estate Board held its Annual elec- 
tions. The following were elected to 
head the 1960 activities of the Board, 
commencing in February: 

President — A. G. Sanagan; Vice- 
Presidents — Harvey Keith and H. P. 
Langer. Directors: Goodwin Gibson, 
Brian Magee, Ronald DeMara, An- 
drew Hazlett Jr., R. W. Telford, War- 
ren Heenan, R. G. Walton and Austin 
Whillans. 


Retiring President is Hugh Shortill. 
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Association of 
Real Estate 
Boards 


BECOMES 
PRESIDENT 





BERT WEIR, M.A.I. 


NIPISSING 


The annual meeting of the Nipissing 
Real Estate Board, held January 13th 
in North Bay, Ontario, saw the 1960 
slate of executives elected and in- 
stalled. 

Charles B. Charron (David J. Mor- 
land) was elected to the post of 
Presidency; Vernon Murray, Ist Vice- 
President; Vince Holmes (Bain & 
Graham Agencies) 2nd Vice-Presi- 
dent. 

“A milestone of co-op sales was 
reached in 1959”, said Past President 
A. C. Kilgour, during his annual re- 
port. “For the first time in the history 
of the board, our co-op sales have 
topped $1 million. This is a record 
of which all members can be proud.” 

“In 1960” Mr. Kilgour concludes 
“We hope to substantially increase 
this volume.” 


Based on material prepared by the 
















































Executive Committee: 
C. W. Rogers, Toronto, President 

Hugh McKeown, Ottawa, Vice-President Fe] 
F. N. McFarlane, Ottawa, Past-President a 
Executive Directors: = Cor 
A. Hawreliak, St. Catharines; R. Bosley, To ~ jin thé 
ronto; A. Wiebe, Kitchener. all p2 


Regional Directors: enter 


A. G. Clarkson, Sarnia; S. J. Campbell, Ham- have 
ilton; R. Sanderson, Port Credit; E. B. Flem- we FT 
ing, Sault Ste. Marie; K. S. Raven, Kingston 





Secretary-Treasurer: : Ad 

H. W. Follows 109 Merton St., Toronto. B the C 

» Richa 

5 restri 
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Brok 

Ontario Association of Real Estate © He 

Boards, a course of study for new © this t 
salesmen was inaugurated this past ontiies 
year. Ten salesmen have since been real 

successful in writing examinations. shoul 

“Se 

GALT | the 

, Broke 

At the annual pre-Christmas elec- 7 elimi 

tions held in Galt the following were 4 medic 
elected to head the 1960 slate for the | [iabil 
Galt - Preston - Hespeler Real Estate © office 

Board. Mr 
1960 President Spencer Dalton, Jr. 7 2,588 

will take over the reins from retiring ) 'e8'!5 
President Norman McLeod. George | "°W 

Baines and Syd Freeman are the two | Sales’ 

vice-presidents and the Directors will | @4d4it 
be Ernest Knack, Robert Serviss, one | 
Lorne Day, Norman Emery, Jack | — 

Fraser, Blair Fergusson, 


Himes and Jack Pope. 


Mervin turn 
satis: 


Mrs. A. E. Pulling was re-elected and 
Secretary-Treasurer. sales 
“7 
numl 
O R | L L | A you | 
repre 
Borge Jarnel was installed as 1960 At 
President of the Orillia Realtors’ Mr 
Association, during their annual meet- ~ oe 
ing. Mr. Jarnel succeeds Norman | . 
Holmes. \ Pr 
Frank Rowan was named Vice- | Pres! 
President and Ted Browes the Direc- § V!°& 
tor. The Board also elected their first } ‘ict 
woman when Sue Mulcahy became the | Sec 
Secretary-Treasurer. 2 Di 
} trict 


The Board has 25 members who 
are quite proud of the fact that their © 
sales to listing percentage is amongst 
the top ten in Canada. 


OWEN SOUND 


C. M. Bowman was returned as 
President of the Owen Sound and 
District Board; Wm. Epworth was 5 
elected vice-president; Harry Rad- 
cliffe, Secretary-Treasurer; E. S. 
Scott, Ass’t Secretary-Treasurer; and 
Directors: Cal Gray, John Harrison | O 
and Orville Morre, ; 
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OSHAWA 


a Commencing with a notice published 
| in the Ontario Gazette January 15th, 
all prospective salesmen intending to 
enter into the real estate business will 
have to pass an examination, says 
W. J. Richardson, Ontario Registrar. 










Addressing the annual meeting of 
the Oshawa Real Estate Board, Mr. 
Richardson told his audience that the 
restrictive measure will have an effect 
on the number and type of salesmen 
Brokers will employ in the future. 








Estate 
or new 






He said, “Too often people get into 
, this thing for a quick fling. This will 
1s past make them pause and reflect that the 
ce been real estate business is not one that 
ions. - should be entered lightly.” 







































satisfaction on the part of the broker 


+ “Salesmen have a responsibility to 

i the public” he declared, “and to the 

’ Brokers who hire them. It should also 
as elec. eliminate those with a degree of 
1g wal mediocrity before they become a 
for the liability to the broker and to the 
Estate : office of - Registrar. 

4 Mr. Richardson said there were 
ton, Jr, | 2,588 Brokers and 7,200 salesmen 
retiring ‘ registered in Ontario. In 1959, 4,765 
George » new licences were issued and 4,270 
the two | salesmen resigned their licences. In 
ors will ' addition, 3,020 salesmen moved from 
Serviss, one broker to another. 

y, Jack } “This” he said, “is a tremendous 
a ee It indicates possible dis- 


TORONTO WOMEN 


ID ELECT SANKEY 


selected and perhaps mistakes in selecting 

_ salesmen.” 

“It is not our wish to curtail the 
number of salesmen, but to see that 
you have the type you would wish to 
represent you,” he concluded. 

a : At the conclusion of his address, 
ol meas Mr. Richardson installed the 1960 
Meneiee ‘ slate of officers. They are: 

i President, W. McFeeters; first vice- 
d Vice- @ president, Lloyd Metcalf; second 
e Direc- 4 vice-president, Don McQuay (dis- 
reir first i trict); Treasurer, E. Disney and 
ame the | Secretary, W. Bradley. 

3 Directors are: John DeWith (dis- 
— j trict) and Lucas Peacock (city). 
iat their j 
amongst © 

i 

: 


Mrs. Beatrice Sankey of Johnston 


, s 

Te ) & Daniel Ltd., was unanimous choice 
rth was as 1960 Chairman of the Women’s 
ry Rad- | Committee of the Toronto Real Estate 


E. S Board. Mrs. Sankey will take office 


rer; and this month. 
Harrison © Other officers elected were: Mrs. 


I. H. Campbell, Harry Bleasedell Ltd., 
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Vice-Chairman and the following as 
Directors: Mrs. Shirley German, 
Shortill & Hodgkins Ltd.; Mrs. A. 
Violette Phillips of H. G. Phillips & 
Son; Mrs. I. Sinclair of Grace Leckie, 
Realtor, and Mrs. Florence Turner of 
A. E. LePage Ltd. 


Mr. Hugh Shortill, President of the 
Board spoke on the “Growing impor- 
tance of Women in Real Estate.” He 
pointed out that women now comprise 
10 per cent of the Board’s member- 
ship. 


YARMON 
MORTGAGE 


A proposal which, if adopted, could 
cause pleasant repercussions in Cana- 
dian real estate financing, was ad- 
vanced in Toronto recently. 

Elliot Yarmon, President of Tan- 
koos Yarmon Ltd., Canadian Lease- 
back specialists, offered his startling 
suggestion at the January Convention 
of the National House Builders’ Asso- 
ciation, at which he was one of the 
principal speakers. 

We quote excerpts from Mr. Yar- 
mon’s address: “Until recently I 
never quite appreciated the fact that 
the residential construction industry 
is engaged in an effort approaching 
$2 billions annually. This is over 6% 
of the gross national production in 
Canada, and equivalent to one-third 
of all government expenditures in one 
year. The industry, by its very size, 
is a formidable one . . . when it is 
threatened, as it is now, its plight 
becomes a matter of deep concern to 
the nation as a whole.” 

As tight money, coupled with the 
well-founded tradition that Canadian 
Banks’ proper function is to finance 
short-term activity rather than in a 
virtually unmarketable mortgage in- 
vestment, plus the fact that there 
doesn’t appear to be sufficient conven- 
tional mortgage funds at the present 
time ... all this leads Mr. Yarmon to 
believe that an entirely new approach 
is needed. 

Elliot Yarman believes that the 
Canadian public may respond to a 
scheme launched by the American 
government recently. 

The U.S. made a bond offering, 
bearing interest at 5%. The offer 
was snapped up by thousands of 
small, private investors. 

Known as the “Fabulous Fives”, 
the bond issue upset many orthodox 
concepts because of the response by 
the smaller individual investor. 

“Literally billions of dollars of this 
issue” Mr. Yarmon claims, “found 


FREE LIST 


O.A.R.E.B. has notified the Canad- 
ian Realtor Magazine that free lists 
of all registered Brokers in Ontario, 
as compiled by the Department of 
Insurance are now available to all 
active Realtor members of the Ontario 
Association of Real Estate Boards. 
The lists are available by writing 
O.A.R.E.B., 109 Merton Street, Tor- 
onto 7, Ont. 


PROPOSES 
BOND ISSUE 


their way into a virtually brand new 
investment area — the individual with 
one, five or ten thousand to invest. 
Unsophisticated as an investor, and 
interested in a rate of return higher 
than that customarily open to him 
through the savings institutes, the 
small man bought those U.S. Govern- 
ment bonds in amazing amounts.” 

“I suggest” Mr. Yarmon continues, 
“that we should set up machinery 
whereby government guaranteed 
bonds may be issued for public sale, 
tapping whole new sources of mort- 
gage funds, competing in the free 
money markets of Canada and abroad. 
This will pump, realistically-priced 
money into the building industry 
through good periods and bad... 
within five years, one billion dollars 
in new mortgage funds can be pro- 
duced. I believe even this is a low 
estimate.” 

Mr. Yarmon proposes that a new 
non-government mortgage lending 
organization be created, that would 
function coast-to-coast in Canada. The 
new corporate entity would operate 
under the same precise rules and 
regulations that now govern construc- 
tion and mortgage financing of NHA 
Housing. 

This plan would not alter the pre- 
sent system of NHA financing, but 
merely supplement it. The monies 
in this case coming not from public 
non-returnable funds, but from the 
sale of public bonds, purchased by the 
general public. 

Mr. Yarmon feels that the mortgage 
lending operations of this new cor- 
porate body would be similar to those 
of conventional mortgage organiza- 
tions — but its interest rates would 
fluctuate with local market conditions, 
and not be frozen arbitrarily as the 
NHA rate is. 

Mr. Yarmon’s proposal should be 
studied immediately and adopted if 
feasible. 
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Association of 
BRITISH COLUMBIA Real Estate 


Boards 


A VANCOUVER SALESMAN'S — 


LISTING TECHNIQUES 


Bert Edwards, President of the 
Salesmen’s Division of the Vancouver 
Real Estate Board, gave an enlighten- 
ing address at a seminar held last 
year in Vancouver. Mr. Edwards 
spoke on residential listings. Lately, 
the Canadian Realtor magazine has 
had several requests to publish mes- 
sages beamed at salesmen. We saved 
this one for the New Year. 


Here is Bert Edwards’ opinion on 
residential listings: 


“If anything was ever the mark of 
failure in a profession, it is the so- 
called ‘open listing’ in the real estate 
business. Any listing that you and I 
know as an open listing should not be 
in our vocabulary,” Edwards said, 
adding that if he couldn’t “qualify 
enough in skill to convince a vendor 
to give me an exclusive, I am mighty 
certain that one of my competitors 
will shortly be around who is good 
enough to turn it into an exclusive”. 


Noting that the essential factor in 
the real estate business was listings, 
Edwards set forth five prerequisites 
for a professional “lister”’. 


1. Ability to budget time and make 
full use of each day. Some new 
contact for a future listing must 
be accomplished each working day. 


2. Persistence. A good lister does not 
abandon a potential vendor until 
that vendor’s home is on the mar- 
ket. He does not call back just 
once. He is firmly convinced that 
the initiative does and must lie 
with him as a lister. 


3. Creative listing ability. The ability 
to use his experience and his 
knowledge of the vendor’s desires 
to develop a situation where the 
vendor wants him to take an ex- 
clusive listing. 
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4. Enthusiasm for the job. The 
feeling that it is fun to be a lister; 
that nowhere else would he be as 
happy in real estate as in listing; 
and the absolute conviction that 
success in real estate is in listing. 


The final point is one which we 
have no single word for in the 
English language. It is the ability 
to influence the actions of other 
people. The Spanish think of it 
as being just as definite a quality 
as courage, vivacity or cheerful- 
ness. They call it “Don de Gen- 
tes”, which means “the gift of 
people”. It is effect in contact with 
others. It might be called a talent 
for human relationship. Funda- 
mentally, it appears to be the 
ability to see things from the 
other person’s point of view and 
then, by the use of that ability, 
make him see things from your 
point of view. 


or 


For those wishing to develop their 
potential as listers rather than sellers, 
Edwards also set forth fifteen basic 
rules: 


1. Avoid price changing unless you 
have a valid reason. It is the sign 
of weakness. 


2. Don’t let a vendor harbour objec- 
tions silently. If you sense one 
and the vendor doesn’t mention it 
—bring it up yourself. Trot it 
right out in front and slay it. 
You'll be helping the timid fellow 
over a great mental block. 


oo 


.No matter how you answer ques- 

tions of any kind, be sure that it 
is done with dignity. Command 
respect. Remember, you can con- 
cede on many points if necessary, 
except the final two—your ap- 
praisal and signing of the exclu- 
sive. 


President: ; 
Mladin G. Zorkin, Naniamo. S 


Vice-Presidents: 2 
red Philps, New Westminster; Charlie Brown, 5 


F 
Vancouver. 


i 


on 


~] 


oo 
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Past-President: 
M. G. Klinkhamer, Cranbrook. 


Directors: 

Syd Hodge, Penticton; R. E. 
John 
Vancouver; Lynn K. Sulley, White Rock; |} 
Chivers, Vancouver; P. D. P. Holmes, Victoria; 
Bill Hyndman, Cloverdale; Lorrie Kirk, Victoria. 


Slinger, W. Van.; 
R. Harvey, Quesnel; Fred B. Urquhart, 
Harold © 


.If your listing technique is ade- % 


quate and your vendor senses your | 
sincerity and enthusiasm, you have | 
a right to win. Expect to. 


. Tricks and magic or high pressure 


can never affect enough vendors | 
to keep you permanently and suc- © 
cessfully a good professional lister, | 
Keep your standards high. If you 7 
follow out the professional listers’ 7 
approach, you will stimulate an 

honest desire on the part of a/ 
vendor to give you an exclusive. 


. Learn to detect warning signs and 


your request for an exclusive, or 
you will talk yourself out of it. 


. Vendors must be prepared for that 


signs in your favour as you near | 


request for a signed exclusive. 7 
Watch for the signals indicating § 
that they are ready, and be ready 
when they are. It may be sooner, 
than you think. Take advanta 

of that signal when it comes. 


. Start with the “exclusive” approach 


the minute you open negotiations. 

Think right then toward that goal. 

If you base your actions and make © 

all your assumptions along that » 

line then all that you say and do, 

will lead but to one happy ending | 
. a signed exclusive. 


2 


eee ee 


Tes, 


. The way to ask for an exclusive is | 


to just ask for it. The vendor will § 
be frightened of an exclusive form 

and hesitate to sign it. It is your © 
job to be prepared to allay that § 
fear. 
Be ready with pointed questions 7 
which will always help you at the © 
close — the signing of your exclu- 4 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Veneouver, B.C. 
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Leading questions will un- 


sive. 
failingly indicate whether or not 
your vendor’s thinking is headed 
in the direction you hoped for. 

. It’s not what the vendors hear but 


what they understand and believe 
that really counts. You said it, 
but do they understand and be- 
lieve? Let them talk. 
2.Find out what your vendor’s 
motives are as soon as you can. 
Every vendor has them. It helps 
price-wise. 
. Expect to succeed. Even when all 
else seems lost, take that one final 
plunge towards your exclusive. If 
you don’t make it, don’t sulk. The 
vendor may be the real loser and 
he may wake up to it before he 
signs elsewhere. 

14. Above all and no matter what, 
DON’T ARGUE. Be as pleasant 
in defeat as you are when you win. 
Let the vendor know that you do 
not actually resent not having 
been given an exclusive. 

15. Don’t ever knock your fellow Real- 

tors. Go out of your way to tell a 

vendor that the salesman he says 

he is giving the exclusive to is a 

fine fellow. 


LAND EFFICIENCY 
OFFERED BY 
PARKING DEVICE 


Push-button parking is here, says 
a Detroit Industrialist. Mervyn G. 
Gaskin, Chairman of Taylor & Gas- 
kin, Inc., said that his fabricated 
structural steel and conveyor systems 
company, is ready to market a com- 
pletely new automatic parking 
facility. 

A 3-deck prototype of the device — 
as yet unnamed — has proven success- 
ful in all tests and shakedown runs. 

The car itself is touched by no one 
but the driver, who drives onto the 
street-level ramp, locks his car, is 
given a ticket and leaves. An atten- 
dant pushes a button which lifts the 
car to a vacant spot. When the 
owner returns the attendant pushes 
a button corresponding to the indi- 
vidual platform containing the owner’s 
car, then the mechanism takes over. 

The unit can move each car in a 
horizontal or vertical direction. The 
maker claims that it will deliver a car 
in 35 seconds. 

The operation is based on a con- 
trolled cycle, with established delivery 
times. A facility of four units wide 
can park four cars every 35 seconds, 
with continuous entry and exit. 

The device is apparently designed 
to offer the highest efficiency in land 
use. 
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PUSH-BUTTON PARKING. 
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PROTOTYPE of new parking device, 10/2 feet wide, has been built and tested 
by a Detroit firm. Makers claim unit handles cars more gently and faster 
than any other semi-automatic device now on the market. 


OSHAWA ELECTS OFFICERS 





OSHAWA SLATE OF OFFICERS FOR 1960, reading left to right: 
Director (City); John DeWith, Director (District); Winston Bradley, Secretary; Edward 
Disney, Treasurer; W. J. Richardson, Registrar, who installed officers; Don McQuay, 


Second V.-Pres.; Lloyd Metcalf, 
John Bolahood, Past President. 


Lucas Peacock, 


Ist V.-Pres.; William McFeeters, President, and 


HYDRO RIGHT-OF-WAY DISPUTED 


A curious problem has cropped up 
in Petrolia, Ontario. Recently, Lamb- 
ton County farmers turned down a 
final offer by the Ontario Hydro Com- 
mission to purchase land for installa- 
tion of high tension power lines that 
run through the area. 


Farmers from seven counties have 
waged a two-year battle with the 
Hydro people over right-of-way pay- 
ments of installations, some of which 
have already been built. 


The farmers’ case 


Hydro should rent land and at 
end of twenty years rental fee 
should be revised. 


Hydro’s case 


Hydro will buy or rent. If rented, 
rental will remain constant, with no 
revision at any other time. 


If Hydro buys, prices will be set 
by neutral evaluators, with Hydro 
paying taxes and allowing farmers 
free use of land, and will pay for 
any damage to crops during 
erection. 


After a three-hour discussion, the 
farmers turned down Hydro offers 
and will continue to press for the 20- 
year rental revision plan. Hydro says 
no, and will take the cases to court if 
necessary. 
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control. 


As a concept in Canadian 
architectural house design, several 
hundred low-density multiple dwell- 
ings will be erected in Canada this 
year. Designed by a European-trained 
Austrian, the first erections have been 
built in Scarborough, Ontario. The 
development idea allows 15 units per 
acre with 75% in excess for parks, 
driveways and garden courts. 

Eric Embacher, a graduate of the 
University of Vienna, is the architect 
and designer. He is president of the 
firm of Embacher and Kulyinichi, 
professional engineers and town 
planners, Markham, Ontario. 


new 










THE NEW PRECEPT — 

in’ modern low-density multiple 
dwellings places 90 units on 6 acres 
of land, leaving plenty of open space 
for driveways, gardens, play areas 
and guest parking. Two arrows, lower 
left, point to unique feature. Each 
row of units is separated by a long 
corridor which allows free access to 
hydro and gas meters, plumbing and 
other services. 


ROW DWELLINGS — COMING BACK? 







CO-OPERATIVE SHAREHOLDING is keynote in new garden court development. Each unit has 
private garden, entrance and drive. All units are heated co-operatively with individual thermostat 
Note the windows at top of units. These lights service split-level bedrooms. 


Mr. Embacher has been interested 
in low-density, multiple dwellings, for 
a number of years. Coming to Can- 
ada, nine years ago, he brought with 
him ideas from studies made in 
Europe. From England and Germany 
he got the idea for row housing. From 
Ancient Grecian design, augmented 
by Japanese and Scandinavian feat- 
ures, he has incorporated this collec- 
tive atmosphere into each garden 
court. 





ELLESMERE 
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Each unit consists of a living room, 
3 bedrooms, kitchen, bathroom and 
large reception hall. Entrance to the 
dwelling is gained through the private 
driveway. 
Other unique features include: 
— co-operative heating, individually 
controlled 
— full basements 
— private garden, 270 sq. ft., separ- 7 
ated from open-type garage by 
retaining wall 
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; room, 


m and 


> — private driveway 


— community park 


— split-level construction 


The homes are slated to carry for 
$110 per month, including heat, insur- 
ance, electricity, carrying charges and 
maintenance. The latter includes, 
lawn mowing, playground equipment 


and repairs. 


© down 


If N.H.A. Mortgaging is arranged, 
payments will run_ between 


> $1,200 and $1,500. 


Another unique feature is the 


» amenities. Instead of holding a deed, 


» the tenant will become a co-operative 
> shareholder with voting privileges. 


He, and the other participants in 


y the plan will share all expenses as 
) listed in the above paragraph. Any 
» added amenities proposed will be dis- 


to the | 


private = shareholder committee. 


de: 


separ- 
ige by 





idually : 


» unit’s electric and gas meter. 


) cussed at regular meetings held by 
» the tenants. 
> ground equipment, swimming pools, 
' extra landscaping, T.V. aerials can be 


Luxuries such as play- 


voted into being and additional costs 
shared on the plan devised by the 


Each individual unit has an in- 
habitable living space of 1,152 sq. ft. 
The living room is 19’ by 12’, with 
picture windows, as illustrated above. 
All plumbing, heating and electrical 
conduits will be serviced through 
corridors separating each row of 
units. The corridors also contain each 
En- 


3 trance being gained from doors at 


Sep iid Pace. 


either end. 


Mr. Embacher’s design is patented 
on the North American continent, 
and will be let to responsible builders 
and contractors across the country. 


A. E. LePage Ltd., Toronto Real- 
tors, are exclusive agents in the 
Toronto area. 


HUMOUR 


The salesgirl at a perfume counter 
leaned towards her young customer 
and whispered: ‘’Honey — let me give 
you a word of advice — don’t use 
this if you’re bluffing.”’ 


Much later the girl came up to the 
cosmetic counter, with a baby in her 
arms. She ruefully eyed the perfumes 
that included “My Sin”, “Tabu”, 
“Ecstasy” and ‘“‘Irresistable’’ then said 
quietly to the salesgirl, ‘‘Would you care 
for a testimonial?” 


@ |t takes more than a shoeshine to give 
a man polish. 
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A TELEGRAM! 


was recently sent to the Editor from the Prairies . . . 






“Please send us name and address of 
Realtor in Niagara Falls with Office 


, 


rentals on Main Street stop etc. etc. ...’ 


So we 
searched 
© thru’ 


our magazine's 


REAL ESTATE 
DIREC TORY....! 


Wording similar to the above telegram was received at head office, 
December 24th, 1959, We searched our real estate directory . . . we 
searched our roster, no dice! We had to send a negative telegram back 
to the source asking the sender to look under Greater Niagara in the 
Roster. 


We suggest that more use be made 
of the Realtor’s real estate directory 
page. The cost is remarkably low 
considering circulation. One inser- 
tion costs $45 for one full year or, 


$29 for six editions. 


SEND US YOUR NAME AND ADDRESS 
TODAY. THIS MEANS OF COMMUNICA- 
TION HELPS YOU ESTABLISH YOURSELF 
COAST-TO-COAST! 





dx Canadtan Realtor 


109 MERTON ST. TORONTO 7, ONT. 














































THE APPRAISAL INSTITUTE OF CANADA 


INVITES 





@ Brokers © Appraisers @ Salesmen ® Assessors © Lawyers 
® Mortgage Loan Representatives © Government Personnel 
and others who make decisions in Real Estate 


to attend the 


National Conference & Appraisal Course 


on 


March - 20 - 21 - 22 - 1960 


at 


HAMILTON, ONTARIO 


23rd 


Leading appraisers from Canada and the U.S.A. will 


present and conduct: ONE FULL DAY WILL BE DEVOTED TO A 


Lectures — Panels — Discussions MOCK ARBITRATION TRIAL 


on current 
Urban and Rural appraising trends 


YOUR CONFERENCE HOSTS WILL BE THE HAMILTON CHAPTER OF THE 

A.I.C. ARRANGED AND DIRECTED BY A COMMITTEE OF THE 
: HAMILTON CHAPTER INCLUDING REPRESENTATIVES OF ALL CHAPTERS 
: IN ONTARIO, QUEBEC, NEW BRUNSWICK AND NOVA SCOTIA. 
4 



































National Director. 


General Chairman 


Vice Chairman 


J. W. Egerton, AACI 
Eastern Vice-Pres., A.I.C., 
London, Ont. 


H. W. Ford, AACI, 
Ford Insurance Agency, 
Ford Bldg., 

Hamilton, Ont. 


Wilfred Houghton, 


Halifax-Dartmouth 


London 


Moncton 


Robert H. Craig, AACI, 
35 Woodland Ave., 
Dartmouth, N.S. 


J. W. Egerton, AACI, 
Manufacturers Life Insurance, 
291 Dundas St., 

London, Ont. 


J. H. Vaughan, AACI, 
88 Claremont St., 





P Halifax, N.S. ges 
Conference Secretary... H. Spenceley, AACI, : 
504 Main St. East Montreal Fernand —, g ST] 
anni hata 10787 Esplanade St., 
Hamilton, Ontario Montreal, P.Q. . 
Treasurer John Elliott, Niagara District Andy Hawreliak, adc 
Dominion Bldg., ‘ 
Program M. H. Coleman, AACI. 39 Queen St., mit 
' as St. Catharines, Ont. lis} 
Advertising John Gunn. Ottawa D. H. Clark, AACI, wu 
: 2030 Thorne Ave., . 
Accommodation Eric McKay, AACI. iceie, Gun. ca 7 
rey 
beetles A eis or 
Re ceptions A. Takefman. P. D. Wildsmith, = 
it tases Rhodes Real Estate Ltd., oe 
420 O’Connor St., 
Peterborough L. Frank Barnes, Ottawa 4, Ont. nes 
Mason & Rishor, . : 
408145 George St. N., Toronto C. McGee, AACI, mo 
Peterborough, Ont. 202 Centre St. N., 
Whitby, Ont. PR 
Guelph W. E. Macklin, AACI, Windsor R. Corman, AACI, 


170 Greenbrook Drive, 
Kitchener, Ont. 


W. N. Mulock, B.Sc., Executive Director, 
Appraisal Institute of Canada, 


307 Childs Bldg., 
211 Portage Ave., 
Winnipeg 2, Man. 





579 Cabana Rd. W., 
Windsor, Ont. 


FURTHER ANNOUNCEMENTS WILL BE MAILED TO ALL MEMBERS OF THE APPRAISAL INSTITUTE AND UPON REQUEST TO OTHERS. WRITE TO 
MEMBERS OF THE ABOVE COMMITTEE 
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VRITE TO 


SENIOR OFFICERS-ELECT of the NHBA shown left to right 
(seated): Denis Sullivan, Calgary, secretary; Maurice Joubert, 
Montreal, immediate past-president; Campbell C. Holmes, 
Toronto, President; Ernest Alexander, Barrie, Treasurer; W. M. 
McCance, Sarnia, second vice-president. 

BACK ROW: (all regional vice-presidents) left to right, 
Robert Young, Lethbridge (Prairies); David Mitchell, Peter- 
borough (Ont.); Michel Langelier, Montreal (Quebec); Bernal 
Sawyer, Halifax (Atlantic). Missing: Graham C. Lount, Winni- 
peg, first vice-president, and Donald Johnson, Vancouver, B.C. 
regional vice-president. 


| Keynote— 


CAUTIOUS OPTIMISM 
AT NBHA CONFERENCE 


The NHBA Convention, held in Toronto in January, has 
come and gone. Many were the problems discussed .. . 
many were the solutions offered; and at the close there 
was noticed a thread of fair optimism. Consensus of 
opinion sums the Housing starts total in the neighbourhood 
of 120,000 for 1960. 

The principal speakers had the following advice, sug- 
gestions or opinions to offer: 


STEWART BATES, President CMHC — 


“Parliament will be asked, this session, to provide 
additional funds for federal investment in public housing. 

“Later this year, the report of the investigation com- 
mittee of the Royal Architectural Institute will be pub- 
lished. It is hoped that the architectural profession will 
have the way pointed to play a more effective role in 
improving housing in Canada. It is hoped, also, that the 
report will reveal means of reducing building costs, 
through more economical materials, equipment and con- 
struction techniques. 

“. , . to keep up with the increase of population, Canada 
needs at least 125,000 housing units, and quite possibly 
more than this, to satisfy the yearly market.” 


PROFESSOR J. V. POAPST, University of Toronto — 


“Although 1960 is expected to be an above average year 
for growth in total economic activity, unfortunately we 
can expect a year of contraction in housebuilding.” 

Professor Poapst suggests that the “freeing” of the 
NHA from a fixed rate of 6%% would make the market 
more competitive. He also suggests that other interest 
rates, including bank loans be allowed to fluctuate. “We 
must make this change if the 20th Century is ever to 
belong to Canada,” he stated. 


ROBERT CAMPEAU, Ottawa — 
Referring to a suggestion that issuing housing bonds 
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would assure some supply of mortgage funds, Mr. Cam- 
peau said, “The introduction of bond financing would 
assure some supply of mortgage money, but this would 
necessitate freeing the NHA rate — unless the bond rate 
was to be fixed also.” 

“We must realize” he continued, “that raising the rate 
doesn’t increase the money supply; it simply enables us 
to get a piece of whatever money is available. We must 
therefore increase the money supply.” 

“This is not inflationary” he said, “if there is a true 
demand for the products the new money provides. 

“We must persuade the government that the demand 
does exist. We must educate members of parliament.” 

Mr. Campeau offered as illustration the sale of $600 
millions in NHA mortgages, sold abroad. “This represents 
an increase in the money supply,” he declared. 


MAURICE JOUBERT, President NHBA 


“The NHA rate should be freed so that builders can be 
put on an equal basis with all other free enterprises on 
the money market. The dangers of rate fluctuations are 
much less than those of even a temporary halt in the flow 
of funds, during periods of drastic changes in our 
economy.” 


ELLIOT YARMON, President Tankoos Yarmon 


New sources of house financing can come from the 
public themselves, Mr. Yarmon declares. 

“If we follow a scheme similar to the “Fabulous fives” 
launched recently in the States, we should find at least 
one billion new dollars, within five years, to pump into 
real estate financing. 

“By floating a bond issue, bearing interest at 5%, we 
can encourage the small unsophisticated investor, the 
person who possesses one to ten thousand dollars. These 
people would enjoy receiving a larger rate of interest than 
that which they now receive from Canadian banks.” 


OPINIONS—NBHA DELEGATES 


(excerpts from panel members NHBA Convention — Toronto) 
Stanley Edge — Pittsburgh: 


“There'll be no magic wand in 
the 60’s. Anything built is going to have to be sold — 
sold in a sense unknown in the past decade.” 


Bruce Blietz — Wilmette, Illinois: “The most intelligent 
and discriminating buyer today, is the home buyer. 
Quality is sought after — not only quality of construc- 
tion, but quality of treatment by the builder and 
salesman. 

“Telephone manners, quality letterheads, signs, litera- 
ture, promptness in answering enquiries and reputation. 
All these things set the ‘tone’ of building operation and 
merchandising.” 

Richard Locke — Calgary: “The average builder does not 
know how to use classified advertising. This is the 
builder’s closest contact with the customer, short of 
personal contact. The man who reads classified ads is 
looking for specific information. Yet this media is the 
most misused of all. 

“You don’t have to waste precious inches getting 
attention . . . you’ve already got it. The reader wants 
facts about the house — not news that you’ve been in 
business 15 years and your name is Joe Jones. 

“Know what market you are aiming for, and appeal 
to it.” 

William Teron — Ottawa: “The builder with vision which 
he incorporates in a good visual design, is the one who 
gets the sales this year. 

“The emphasis this year will be on this important 
factor.” 
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SRA 


... T. Stewart Ripley, Don Mills, Ontario, 
has been elected international governor 
of the Society of Residential Appraisers 
along with Wallace Baker of Vancouver. 
The Society has 2,500 senior members in 
720 cities, plus 9,500 associate mem- 
bers... 





Chatham Board 


. . . The Chatham Real Estate Board has 
moved to new surroundings located on 
Third Street. This is the third move for 
the Board which finds itself constantly 
in need of larger quarters. The new 
location is modern to the nth. degree. All 
interior decorating, 
professionally .. . 


furnishings done 





dream deal 


Summerlea golf club members at 
Lachine, Quebec, have been offered $3 
millions for the site plus a 36-hole layout 
elsewhere. The offer came from a rail- 
way purchaser, who will give them up to 
five years to move and, advance the 
necessary funds to start their new club... 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 


in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada’s fastest 
growing areas 


THE HAMILTON SPECTATOR 
Est. 1846 Hamilton, Ontario 
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land ceiling 


_. . Scarboro Executive Committee places 
a condition on the sale of newly-released 
parcels of land. Developers cannot ask 
more than $7,000 per acre from Indus- 
tries. For every year that the developer 
holds the land, he can increase the ask- 
ing price by $1,000 per acre more, to 
cover increased taxes and interest. . . 


supreme precedence 


. Metropolitan Welfare Committee of 
Toronto recommended construction of a 
26-unit low-rental apartment for elderly 
bachelors near Regent Park. Who wants 
to bet the proposal collapses? .. . 





Biggest deal ever? 


. now that Alaska has become the 
49th. State of the union of the United 
States of America, we might mention the 
various depreciatory remarks uttered by 
congressional opponents to the 485,400 
square mile purchase. In 1867 (same 
year as Canadian Confederation) Alaska 
was called such epithets as Icebergia, 
Polaria, Walrussia, Seward’s Icebox and 
Seward’s Folly. Seward’s Folly? The $7.2 
millions paid Czar Alexander II repre- 
sented less than 2 cents an acre! ... 


New Town 


. Ontario has a newly incorporated 
Town. Waterford, 18 miles south of 
Brantford was officially recognized with 
inaugural ceremonies, January 4th. Clif- 
ford G. Hare becomes the new mayor of 
the 2,040 population. .. . 





Huzzahs! 


The Canadian Housing Design 
Council turned thumbs down on all small 
house designs by offering no awards 
during 1960. Awards committee feels 
that insufficient improvement is being 
shown in this field to warrant attention. 
Perhaps this action will spur home de- 
signers out of their lethargy. . . . 





CALENDAR a 


MARCH 20th to 22nd 


Appraisal Institute of Canada 


Hamilton, Ont. 
(see page 24) 


JUNE 3rd & 4th 


B.C. Assn. R.E. Boards 
Penticton, B.C. 


DID YOU KNOW? 


Did you know that some of the 
Aleutian Islands off the coast of Alaska 
are considerably south of Edmonton and 
Saskatoon? Or that Moosonee on James 
farther south than 


Bay is London, 


England? Or that Windsor, Ontario & 


farther south than Marseille on the 


Mediterranean? 


The first comprehensive 
treatment of the mort- 
gage business in this 
country. 


Canadian 
Mortgages 


H. Woodard 


“It is certainly recom- 
mended reading for all the 
Realtors of the country, 
all the mortgage corres- 
pondents and appraisers.” 


D. H. Koyl, F.R.I. 
Immediate Past President, 
Canadian Association of 
Real Estate Boards. 


$7.00 
PRICE TO REALTORS, 
LESS 20% 


COLLINS 
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REAL ESTATE 
DIRECTORY 


General 
keal Estate 


e BARRIE, ONT. 
Rogers and Connel 
One Dunlop East (PA 8-5568) 


e BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


e@ CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


e@ FORT WILLIAM, ONT. 
Willport Realty ‘Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. . 

December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 


@ OSHAWA, ONT. 
Lucas Peacock, Realtor, 
556 Simcoe St. N 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W. (CE. 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 
Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


@ RED DEER, ALTA. 
Botterill McKee Cunningham Ltd. 
5002 Ross Street. 
Phone 2619 

@ SUMMERSIDE, P.E.I. 


Prince County Realties Ltd., 
Box 4, Summerside, 


@ VERNON, B.C. 
Mercier & Neil Realty Ltd., 
3302 Barnard Ave., 
LInden 2-4007. 
@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 University St. West. 


Property 
Management 
@ HALIFAX, NS. 


Roy Limited, 
Roy Building. 


| 
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@ VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


@ WINDSOR, ONT. 
U. G. Reume Ltd., 
802 Canada Trust Bldg. 
176 University St. West, 


Tudustrial 
Sites & Properties 


@ CALGARY, ALTA. 
Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


© EDMONTON, ALTA. | 
Melton Real Estate Ltd., 
10154 - 108rd Street, Phone 47221. 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


@ HALIFAX, NS. 
Roy Limited, 
Roy Building. 


@ REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. | 


@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 University St. West. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


Ideal Store Locations 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


For ALpraccals 


@ CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 6-3475. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


@ HAMILTON, ONT. 
Spenceley Realty Ltd. JA. 8-7031 
Harry Spenceley, M.A.I., A.A.C.I., 
S.R.A., F.R.I. 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


e@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 


@ TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 





@ WINDSOR, ONT. 
I. W. Thrasher Real Estate, 
1596 Ouellette Ave., 
Phone CL, 6-2335. 


TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST - TO - COAST 


® General Real Estate 


®@ industrial sites 
and properties 


ideal store locations 
rural holdings 
appraisals 

property management 





Rates for Advertising 
in the Real Estate 
Directory: 


3 lines — 12 issues $45.00 
29.00 


3 lines — 6 issues 


Additional lines $1.00 per issue. 
No charge for city and province lines. 


PROFESSIONAL 


LISTINGS 





Rates for Professional Listings 
ONE INCH SIZE 
For six insertions .. 
For twelve insertions 


... $60.00 
95.00 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments. 


Write, wire or phon 


BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 





WE SELL WINDSOR 
specializing in 
Appraisals, Sales, Industrial 


We like to co-operate — Call 


1. W. THRASHER 
CL. 6-2335 


1596 Ouellette 





WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 
10154 - 103 St., Phone GA 4-722! 
Calgary, 534 - 8th Avenue West, 

Phone AMbherst 6-867] 

Vancouver, 2396 E. Broadway, 
Phone HAstings 9410 





NEW BOOKS HAVE BEEN ADDED TO 
CAREB's COMPREHENSIVE LIBRARY 


MANAGEMENT FINANCE 


PLEASE ORDER BY NUMBER ON YOUR LETTERHEAD 


SELLING 


ADVERTISING 


Real Estate Selling Aids 
1 How to Get Profitable ee 


Selling Home Property . 


Through Ads is 
2 Real Estate Advertising 


APPRAISAL 


Appraisal Manual 

The Appraisal Process 
Condemnation Appraisal 
Handbook 

Appraisal Guide 


Appraisal Terminology & 
Handbook 
Estimating Building Costs 
Farm Appraisal 

How to Value Real Estate 
Manual of Appraisals 
Selected Readings in Real 
Estate Appraisal ....... 
Valuation of Residential 
Real Estate 

152 Problems in Appraisal 
With Solutions 


22 National Construction Estimator 


FARMING 


..... Woessner 
: .IN.LR.E.B. 
3 Successful Real Estate Advertising 


Morton McDonald 3 


... McMichael 
.. Schmutz 


Schmutz 


... Society of Res. 


Appraisers 


A,LR.E.A. 
Dingman 
Murray 
Teckemeyer 


.Boeckh 
ALR.EA. 


...May 


A.L.R.E.A. ; 
Cal. Pacific Estimators 


Several texts are available upon request. 


FINANCE 


45 Agricultural Finance 
Elements of Accounting .. 
How to Finance Real Estate 
Farm Records & Accounts 
Real Estate Investments & 
How to Make Them 


Real Estate Office Bookkeeping 


Simplified 
Limited Companies & Their 
Accounts . 


Canadian Accounting Practice 


LAW 

60 Real Estate Law .. 

61 Summary of Canadian 
Commercial Law 

62 Law of Contract 


MANAGEMENT 


65 How to Operate a Real Estate 


Business 

66 Principles of Real Estate 
Management ; 

67 Real Estate Management| 

68 The Modern Concept of Real 
Estate Admin. : 


SELLING 

75 Real Estate Salesman’s 
Handbook ee 
Sales Ideas that Click . 
The Successful Salesman . 


How to Sell Real Estate by the 


Sell-An-idea Technique . 
How | Raised Myself from 
Failure to Success in Selling 


NON-REALTORS ADD 20% 


W. G. Murray 


Ferguson & Crocombe 


McMichael & O'Keefe 
Efferson 


Hefti 


Ferguson & Crocombe 


Leonard & Beard 


Kratovil 


Anger 
Cheshire & Fifoot 


..McMichael 


...Downs 


Bliss & Sill 


Calif. Assn. 


Please send cheque & order to: 
Canadian Association Real Estate Boards 
109 Merton Street, Toronto 7 


Selling Real Estate 

Successful Real Estate Ideas .. 
How to Help Your Salesmen 
Produce More Business ........ 
How to Close in Selling Homes 


SHOPPING CENTERS 


91 Shopping Centers — Principles 
& Policies 

92 Mistakes We Have Made in 
Developing Shopping Centers 


GENERAL 
95 Culture of Cities 
96 Fundamentals of Real Estate 
Practice .. : paaiphccoecied 
97 How to Plan a House 
98 How to Profit by END 
Real Estate .............. 
99 How to Write Better Business 
IG ni eaccnsisccnepadaneecbas nase ; 
100 How to be Consistently 
Successful in Real Estate 
101 Introduction to Political 
Economy 
102 Questions & Answers About 
Real Estate 
103 Real Estate Subdivisions 
104 Residential Real Estate in 
Canada ‘6 
105 Successful Publicity & Public 
Relations : oe 
106 Urban Land Economics x 
107 Neighbourhood Planning .. 
108 Leases — Percentage, Long & 
ae 


BOOKLETS 

110 Co-operative Apartments 

111 Direct Mail Pieces ......... 

112 Double Your Dollars by 
Knowing the Answers 


113. Greater Profits from Listings ...... 
114 New Business from Old ............ 


115 Pitfalls 

116 Real Estate Advertising . 

117 Real Estate Exchanges - 

118 Real Estate — It’s Wonderful . 

119 Real Estate Syndicates & 
How They Work 


120 Sales Ideas That Click . rete. 


121 The Successful Salesman 
122 The Modern Concept of Real 
Estate Admin. vigeck 


OTHER MATERIAL 


Pamphlets: 


McMichael 


...Prentice Hall 


... Vogel 


Arnold 


McKeever 


Nichols 


...Mumford 


.. Atkinson & Frailey 
Townsend & Dalzell 


....Geer 


..Frailey 


Russell 


Bladen 


. Semenow 


McMichael 
Firestone 


Semenow 


..Ratcliff 
Kostka 


... McMichael & O'Keefe 


-LR.EM, 
.-AR.E.B, 


RE, 
LRE.B, 
ALR.E.B, 
ie. . 
nol. 
ARE, 


1.R.E.B, 


1.R.E.B, 
1.R.E.B, 


...Calif. Assn. 


125 Helpful Hints for Home Sellers .. 
126 Helpful Hints for Home Buyers .. 
127 Helpful Hints on Using the epee 


Listing Service 
128 Construction Pointers ... 


129 C.A.R,E.B. Realtor Cuts for letterhead, ete. ............ 
130 C.A.R.E.B. Realtor Window Stickers .. 
131 C.A.R.E.B. Realtor Lapel Pins & Buttons ... 


Prices shown include postage 
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